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This series of car- 
toon cuts, “Hints to 
Salesmen,” is 
being repeated at 
the request of 
many agents and 
policyholders. The 
Reserve Loan Life 
was one of the first 
companies in the 
country to use car- 


toons and humor i 4 runs J . 4 : 5 mt 
in its sales \ y, LC ; SSili 
messages. Re Oe eae RR ZB, * 
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ISSIONS WITH OUR POLICIES 


If you but set your mind to it you can 
be on top .... and Reserve Loan Life’s 
broad-coverage policies, non-forfeit- 
able renewals and other proven sales 
features will help you. Write today for 
details. 
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20, 30, 40 years from today the man who’s 
getting a $200 check from the Bankers Life 
Company every month will be sitting pretty 
..- head and shoulders above the crowd. He 
will have it all over his friends who can’t be 
bothered to save the money it takes to provide 
an income at retirement age. 

You can buy a $200-A-Month Re- 
tirement Income, beginning at the 
retirement age you choose, for as 


BAMRERS LIFE COMPANY 


little as 75¢ a day...and think what that buys! 


Saved under this plan, your dollars become 
Double Duty Dollars. You are guaranteed: 
One, a RETIREMENT INCOME for your- 

self in later life, or... 
Two, a LIVING INCOME for your family 
if you don’t live until retirement age. 


> 


Give us your name % and address in 
the space at the right and we’ll send 
you our Double Duty Dollar Plan. 


BANKERS LIFE GOMPANY 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY. 
Established 1879. 
DES MOINES 


This full page advertisement appeared in the January 11, 1936, issue of the Saturday Evening Post 


THE Sarat UNDERWRITER Life Insurance Edition. 
pene. ffice of Er centa 175 W. Jackson Blvd., Chicago, Ill. 
sar years cents Re copy. Entered as second class matter, June 
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Published weekly by The National Underwriter Com- 


Fortieth year. No. 7. Friday, February 14, 1936. 
, 1900, at the post office at Chicago, TL, 


e Even if you can save only 
25¢ a day, or more, get this 
free plan. No obligation. 


Present age 
I can save ¢ per day. Age when I want income to start__— 
Name 

Address 


City State 
Mail to: BANKERS LIFE COMPANY, DES MOINES, 1OWA 
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Home Life Ranks 
Agents on Quality 


Producers and Agencies Forfeit 
Credits on Early Lapsed 
Business 


MUST STAY TWO YEARS 


Company Also Introduces Simplified 
Pocket Production Record to Help 
Men Balance Budgets 


NEW YORK, Feb. 13.—Agents and 
agencies of the Home Life of New York 
will hereafter be ranked on a quality 
basis as well as on volume of business, 
Agency Vice-President C. C. Fulton, 
Jr, has announced to the company’s 
field force. This means that in comput- 
ing credit standings of offices and their 
producers no credit will be given for 
business lapsing before two full annual 
premiums have been paid. After expira- 


tion of the present club year, the com- 
pany’s production leaders in the Presi- 
dent's Club will also be on this basis, 
requirements having been eased slightly 
to allow for reasonable first- and second- 
year lapses, 


New Basis Adopted 


The Home Life has for some years 
ranked its agents and agencies on the 
basis of cash premiums paid regardless 
of volume. Under the new plan stand- 
ings will be on the basis of first-year 
premiums less the amount of first-year 
premium previously received on current 
lapses which occur before the full second 
years premium has been paid. This de- 
duction includes previous credits either 

m the current or a previous year. That 
i, if the business fails to stay in force 
until two full years’ premiums have 
been paid, the first year premium credit 
already given will be disallowed. 


How the Plan Operates 


For example, if a policy lapses for 
non-payment of the second annual pre- 
mum, the amount subtracted will be 

one annual premium; if lapse occurs 
_ three semi-annual premiums have 
fen paid, the deduction will be equal 
‘0 two semi-annual premiums; if seven 
quarters have been paid, the deduction 
he be four quarters; if only one quar- 
erly premium has been paid and the 
Policy lapses, the deduction will be one 
pie premium only. The adjust- 

“ will always be the amount of the 
ceived. “D premium credit previously re- 
agp Deductions will be credited back 
rae of reinstatement. In the case of 
pe: ness which lapsed in its first or sec- 
wil ™, before Jan. 1, 1936, full credit 
of te allowed on the new basis in case 

that Instatement, regardless of the fact 
at no deduction was previously made. 
sii € most vital problem of a life 
it oe, and everyone connected with 
ped ie a sufficient volume of busi- 
Pult of a good renewal quality,” Mr. 
On pointed out to the field force in 
(CONTINUED ON PAGE 14) 















President Buckner Gives 
Some Interesting Figures 





TAKEN FROM ANNUAL REPORT 





New York Life President Makes Some 
Observations on the New Fi- 
nancial Statement 





President Buckner of the New York 
Life gives some interesting facts re- 
garding its operations. During 1934 it 
invested $231,000,000 in bonds at an 
average interest yield of 2.97 percent. 
Last year it invested $247,000,000 at an 
average of 2.75 percent. Most of these 
securities were government bonds, 
which fall due within a relatively short 
period. President Buckner said that 
the company hopes by the time these 
bonds fall due, real recovery will have 
returned and money will be again in 
demand. 


Return on the Assets 


_The New York Life ledger assets, 
giving effect to conditions as they exist 
today, indicate an annual return of ap- 
proximately 3.8 percent. He said that 
4 percent is the net effective interest 
rate used in calculating dividends for 
1936. The use of a 4 percent net rate 
in calculating present dividends is lean- 
ing and depending upon a recovery in 
interest rates and collections as far as 
prudent management should go. He 
said that 10 leading mutual companies 
have reduced dividend scales during the 
last four years, some several times. The 
average reduction is 30 percent. As to 
the 1936 dividends, he said several lead- 
ing companies have announced further 
reductions to approximately the same 
percent as that of the New York Life. 


Touches on Policy Loans 


In referrizg to policy loans President 
Buckner said that they defeat the fun- 
damental purposes of life insurance, 
which is protection, and should be dis- 
couraged. The right to borrow is a 
contractual one, continued through the 
life of a policy, available on demand, 
regardless of general financial and eco- 
nomic conditions or current rates of in- 
terest. He said that he knew of no 
responsible institution except a life 
company from which such a contractual 
right can be obtained at any price. The 
expense of making and handling each 
policy loan has been calculated to be 
$1.75 a year. This means an average 
of three-fourths of 1 percent. Such an 
expense reduces the net yield on the 
average sized loan to around 5% per- 
cent. The 6 percent rate on small loans 
shrinks to a low net return. For ex- 
ample, a $50 loan, costing as much to 
make and handle as one for $5,000, 
yielding $3 interest, will cost $1.75 to 
handle, leaving a net return of $1.25 or 
2% percent. 


Borrowing Is Expensive 


President Buckner said that the open 
right to borrow at any time regardless 
of conditions is expensive from another 
angle. It is necessary to keep assets 
liquid to a greater degree than would 
otherwise be required. This means 
keeping a considerable portion of in- 
vestments in securities readily convert- 
ible into cash. They naturally yield 


(CONTINUED ON PAGE 14) 


Central States Life Is 
Passing to New Hands 


—_—_——— 


GRAHAM PROBABLY TO RETIRE 





J. B. Reynolds of the Kansas City Life 
Secured a Majority of the Board 
of Directors 





ST. LOUIS, Feb. 13.—Control of the 
Central States Life went to A. B. Stifel, 
local investment broker, at the annual 
meeting Feb. 11 when seven of the 13 
new directors were named by the coterie 
headed by Mr. Stifel and George B. 
Logan, a local attorney. They for some 
time have been representing J. B. Rey- 
nolds of the Kansas City Life on the 
board of the Central States. The Kan- 
sas City company owns 30 percent of 
the stock of the St. Louis company. 

The Stifel-Logan-Reynolds directors 
named are: Mr. Stifel, Mr. Logan, W. 
M. Crunden, F. J. Wade, Jr.; A. L. Mc- 
Cormick, L. E. Smith and F. E. Gun- 
ther. Other stockholders named six di- 
rectors as follows: George Graham, 
president of the company; H. ; 
Simms, who has been vice-president; F. 
X. Jones, R. A. Boyle, Massey Wilson 
and J. H. Grand. 


Crunden Slated for President 


The new board of directors will meet 
next Monday. It is understood that 
George Graham probably will be suc- 
ceeded as president by W. M. Crunden, 
while Mr. Logan is scheduled to become 
general counsel. Mr. Graham has not 
announced his plans for the future. The 
stockholders now in control of the Cen- 
tral States Life are willing for him to 
continue as president under the new 
board but for personal reasons he has 
preferred not to accept re-election at 
this time. However he will continue to 
retain his large personal holdings in the 
company and serve on the board of di- 
rectors. 

Mr. Crunden’s father, the late F. C. 
Crunden for a number of years was 
chairman of the board of the Central 

(CONTINUED ON PAGE 8) 








Commissioners Set Date 


for St. Paul Annual Meet 


The annual meeting of the Na- 
tional Association of Insurance 
Commissioners will be held the 
week of June 8 at St. Paul. 
There has been some delay ow- 
ing to the local committee de- 
siring to find a time when it 
would be more convenient all 
around. The Minnesota Asso- 
ciation of Insurance Agents will 
hold its annual meeting at St. 
Paul the same week. 

The first day, Monday, will be 
reserved for committee meetings, 
Tuesday for open sessions, 
Wednesday for entertainment and 
business discussions largely in 
executive session Thursday. The 
program is being arranged by 
Superintendent L. H. Pink of 
New York. 
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Life Men Protest 
Article by Lawyer 


New York Attorney Criticizes En- 
dowment Insurance in Consum- 
ers Research Magazine 


AUTHOR’S QUALIFICATIONS 


Says He Has Never Had Courses in 
Life Insurance but Has Read 
Several Books 


NEW YORK, Feb. 13.—The flood of 
protest from life insurance men which 
has resulted from the article published 
by Consumers Research in its first ven- 
ture into the life insurance field has pro- 
voked some interest in the extent to 
which William S. Weiss, New York 
lawyer, author of the article, is qualified 
to speak as a life insurance expert. 

Mr. Weiss’s article, “Beware of En- 
dowment Insurance,” holds that an en- 
dowment policy is less advantageous 
than a combination whole life and an- 
nuity (or in place of the annuity, any 
other form of saving, “such as partici- 
pation in a sound and safe building and 
loan association”) because the endow- 
ment policy is too expensive, not flex- 
ible enough, and does not adequately 
safeguard the savings accumulated there- 
under. He considers that the ideal in- 
surance set-up “would be a succession 
of perpetually renewable term policies, 
carrying through to any age to which 
the insured. might live. Such insurance 
is, however, not obtainable.” 


Qualifications Given 


Of Mr. Weiss, his article and his 
qualifications, Consumers Research’s ed- 
itor, in a footnote, stated: 

“The article by Mr. Weiss appears in 
this bulletin because it is an excellent 
example of the kind of information that 
a competent insurance adviser and critic 
is capable of providing, and because the 
conclusions he reaches in this case are 
of very large financial importance to a 
large number of ‘consumers’ of insur- 
ance protection. We believe Mr. Weiss 
to be thoroughly honest, and well qual- 
ified in this field. For a modest fee, he 
will render advice on life insurance 
. Mr. Weiss is not an agent 
or representative of any insurance com- 
pany.” 

When questioned, Mr. Weiss said he 
had never taken any courses dealing 
with life insurance, but that he became 
interested in it about seven years ago 
through a friend whom he had advised 
to take up life insurance selling. Study- 
ing life insurance with his friend, and 
discussing life insurance problems, he 
read a number of books on life insur- 
ance, including one by Dr. S. S. Hueb- 
ner, one by W. J. Graham, vice-presi- 
dent Equitable Life, and another by 
Harwood and Francis. , 

When queried as to his implication 
that sales of endowment insurance play 
a major role in the life insurance pic- 

(CONTINUED ON PAGE 14) 
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Clarification of Application Form Is Urged 
As Matter of Great Importance 


The necessity for revamping applica- 
tions for life insurance policies so as to 
eliminate the charge of ambiguity, in- 
consistency and immateriality .was em- 
phasized by J. F. Hutak, home office 
counsel Federal Life of Chicago, who 
spoke this week to the meeting of the 
Chicago Home Office Life Underwrit- 
ers Association on the subject “The Le- 
gal Phase of Underwriting.” 

In view of the statutory requirement 
that the application must be attached to 
the policy in order to be a part thereof, 
Mr. Hutak said it should be viewed with 
an interest beyond the listed informa- 
tion. It should be clearly legible, free 
from ambiguous statements and consist- 
ent with the policy provisions. 

“You would be surprised,” he said, “to 
see how much weight little things have 
in the course of a trial and how much 
effect the words of counsel for the claim- 
ant may have on the jury or on the 
court concerning the minute details. 


Answers Are Representations 


He stated that in view of the fact that 
either by statute or by judicial construc- 
tion the answers in the application are 
considered representations and not war- 
ranties, it is important that immaterial 
inquiries, indefinite or uncertain ques- 
tions should be entirely eliminated. In 
the case of non-medical applications, 
Mr. Hutak said the company is in a bet- 
ter position to defend the claim on the 
ground of misrepresentation than where 
there is a medical examination. Where 
the applicant is examined there is a pre- 
sumption that the applicant was in good 
health and the company must show by a 
rather strong preponderance of evidence 
not only that there was a misrepresen- 
tation of material facts, but that there 
was actual fraud. On the non-medical 
application, there is no such presump- 
tion, and in many instances a company 
has been able to defeat a claim because 
instead of the burden being on the in- 





New President 














FREDERICK D. RUSSELL 


Frederick D. Russell who becomes 
president of the Security Mutual Life 
of Binghamton, N. Y., has served as 
treasurer for the last three years. He 
is a native of Tremont, Pa., and after 
graduating from Keystone Teachers 
College he became cashier of the Tre- 
mont National Bank and later went to 
Binghamton as cashier of the Citizens 
Trust Company. He was connected 
with the New York state banking de- 

ent before going to the Security 
utual as assistant treasurer. 


‘force 


000. 


‘of the assets. 





surance company to show misrepresen- 
tation, the burden was on the benefi- 
ciary to show by sufficient evidence that 
the assured was not in good health when 
the policy was delivered. 

“This distinction in law is of tremen- 
dous significance,” Mr. Hutak said, “be- 
cause where the burden is on the com- 
pany the beneficiary presents what is 
known as a prima facie case; namely, 
that the policy was issued, the premiums 
paid, and that the man was dead, and 
the company must then proceed with 
the showing of fraud. In the other case, 
such a showing on the part of the bener 
ficiary would entitle the company to a 
directed verdict.” 

He cited several court cases in which 
the opinion had been rendered in sup- 
port of this contention. For instance, it 
has been held by the supreme court of 
Illinois that in order to avoid liability 
upon the ground that misrepresentation 
had been made to the facts material to 
the risk, it was not essential that the 
applicant should have wilfully ‘made 
such misrepresentations knowing them 
to be false. The policy will be avoided 
even though the misrepresentations were 
made through mistake or in good faith. 


Mr. Hutak made several other sug- 
gestions which he felt should be given 
consideration in order to avoid many of 
the legal pitfalls in underwriting. He 
said the application should contain help- 
ful clauses like waiver of privilege com- 
munication, and the application for re- 
instatement should be attached to the 
policy. In addition, M. I. B. and in- 
spection reports should be understood 
as constituting waivers where they have 
been availed of by the company. He 
also urged diligent action on applica- 
tions and where delay seems unavoid- 
able, the correspondent should reveal 
that- the delay was not caused by home 
office errors. He also pointed out that 
the underwriter should be prepared to 
justify his conclusion on broad under- 
writing principles, and not on whim or 
fancy. 

Privilege Communication 


Incorporating the waiver. of privilege 
communication in the application is im- 
portant, he stated, because of the ten- 
dency of doctors and hospitals to with- 
hold the information, and the extreme 
reluctance on the part of the beneficiary, 





or assured, to sign a waiver after claim 





Annual Statements Showing 
Substantial Progress Made 





MUTUAL LIFE OF NEW YORK 


Some items in the annual statement 
of the Mutual Life of New York are of 
interest. The total new business was 
$252,602,714, of which $165,135,824 was 
life. The policies were 83,611. The 
average amount of policy on new issues 
was $3,021, as compared with $2,745 the 
year before. Its life insurance in force 
is $3,708,081,401, represented by 1,222,- 
570 policies, of which $3,075,925,265 is 
life, $311,334,471 endowment, $224,856,- 
619 term and other forms and $95,965,- 
046 dividend additions. The average 
amount of policy in force is $3,033. Divi- 
dend additions last year were $13,495,- 
272. It paid policyholders last year 
$138,591,009. It owns $238,143,422 in 
mortgages. It paid in death claims $49,- 
140,070 and $1,096,704 was for double 
indemnity. It paid for disability bene- 
fits $8,052,743. It paid annuitants $4,- 
812,300. It has set aside $24,421,034 
dividends this year. It has paid in divi- 
dends $880,601,927. It has paid policy- 
holders $4,818,922,566 since Feb. 1, 1843. 
Its entire tax bill this year will be 
$2,942,406. 


EQUITABLE LIFE OF NEW YORK 


The Equitable Life of New York re- 
ports $1,816,170,000 assets, increase 
$158,869,000, the largest gain in any one 
year in its history. The insurance in 
is $6,226,286,000, increase $83,- 
128,000. The surplus increased $11,- 
650,000, bringing that item to $54,799,- 
Last year it paid policyholders 
$184,498,000, of which $64,500,000 rep- 
resented death claims. Policy loans 
showed a decrease of $14,250,000. The 
total income was $412,380,000, excess 
$144,362,000. The new business, ordi- 
nary and group, was $541,037,000, in- 
crease $81,833,000. 


SUN LIFE OF CANADA 


The Sun Life of Canada in its assets 
shows an increase of $41,000,000, that 
item being over $707,000,000. The bond 
account increased from $162,000,000: to 
$218,000,000 and is now over 30 percent 
Profit on securities last 


year was over $5,000,000. Its cash item 





is $21,000,000. Policy loan repayments 
took an upward turn, being 24 percent 
greater than 1934. Investment income 
showed a notable increase. Group in- 
surance took several steps upward. Pay- 
ments to policyholders since organiza- 
tion exceed $968,000,000 and last year 
they were over $80,000,000. Its new 
business was over $219,000,000 and the 
insurance in forcce is now over $2,700,- 
000,000. Total income was $153,000,000, 
decrease from the year before, but on 
the other hand, due to a substantial de- 
crease in disbursements, the excess was 
$47,000,000 as compared with $44,000,000 
the year before. 

President A. B. Wood feels that the 
low rate of interest will continue for 
some time but with increased business 
activity there should be a gradual im- 
provement. The surplus earnings are 
better than the previous year. 


CONNECTICUT GENERAL LIFE 


The Connecticut General Life an- 
nounces new life insurance last year 
$138,415,609, gain $25,273,289, insur- 
ance in force $1,006,653,262, gain $20,- 
791,558; life premium receipts $35,051,- 
604, gain $5,295,179. The desire for life 
insurance with a large investment ele- 
ment was shown by new single premi- 
ums of $2,348,515 as compared with 
-$984,366 in 1934. The annuity premi- 
ums amounted to $6,068,459 or $3,007,- 
203 more than a year ago. The interest 
receipts amounted to $8,780,732, gain 
$603,612. During the year the Connecti- 
cut General invested $33,703,628 as 
against $16,044,027 in 1934. The policy 
loans demand decreased slightly, the 
new loans amounting to $3,761,640. The 
cash repayment of loans increased and 
amounted to $1,706,026. The accident 
department premium income was $1,- 
817,730, gain $206,117. 

The group life department insurance 
in force is now $259,692,883. The com- 
pany paid policyholders last year $20,- 
750,578. Of this amount $10,085,799 
was paid on account of death and dis- 
ability. Since organization the company 
vhas paid $241,925,321 to beneficiaries. 
The assets are $188,912,856, gain $17,- 
602,480. It has added $250,000 to the 
‘contingency fund, bringing it up to $1,- 


is presented. Likewise, the application 
for reinstatement is important because 
of the fact that it varies materially from 
the original application in that seldom js 
there a medical certificate attached, Mr 
Hutak said that the company should be 
just as careful in reviewing the applica. 
tion and determining the insurability of 
the applicant at a time of reinstatement 
as when the original application was 
taken. There is much dispute in the 
courts on the question of whether the 
reinstatement is a new contract or 
whether it is a waiver or a cancellation 
of a forfeiture. In brief, however, the 
majority of state courts hold that the 
reinstatement is a new contract; that 
consequently the policy is again contest. 
able, sometimes indefinitely, and some- 
times for a like period to that in the or- 
iginal policy. In general, the court holds 
that if the company should satisfy itself 
as to the insurability of the applicant 
and reinstate the policy accordingly, it 
is further barred from raising any ques- 
tion of fraud or misrepresentation in the 
reinstatement application. 


Investigation Important 


The question of the effect of the in- 
vestigation of the applicant also merits 
consideration. For instance, the appli- 
cant may omit to state on the applica- 
tion that he has been denied insurance 
by another company. He cited a recent 
case in the supreme court of Arizona in 
which the court held that where an ap- 
plication with its answers becomes a 
part of the policy, a statement therein 
by the applicant that he had neyer been 
denied insurance is, as a matter of law, 
material; and if it is false avoids the 
policy. The question of waiver, there- 
fore, is quite important and time and 
again a company has been held liable in 
cases where it has obtained information, 
or might have obtained information, be- 
fore the policy was issued, had it exer- 
cised reasonable diligence. 


Conclusions Drawn 


In conclusion, Mr. Hutak stated that 
the general tendency of courts is to re- 
solve all doubts against the company. 
“You have no doubt observed the rum- 
blings of the unequal battle when the 
controversy between the assured and the 
insurance company reaches the stage 
of litigation, with the odds preponder- 
antly in favor of the so-called ‘poor 
widow and starving children’—not men- 
tioning the charitable lawyer. There- 
fore, it behooves us to be much more on 
the alert to anticipate litigation, and to 
avoid those aspects which would tend to 
create situations fruitful for lawsuits. 
When we have done that, we have not 
only been valuable associates in the com- 
pany we represent, but have, as_ well 
been of incalculable service to the insur- 
ance fraternity.” 











500,000. Its capital is $3,000,000, net 
surplus $5,028,893, gain $682,781. 

Retiring President Huntington in his 
report said that under present conditions 
it is difficult to find suitable investments 
for rapidly growing assets but the finan- 
cial position has continued to improve 
and the insurance in force has made 4 
marked increase. These gains, he says, 
are due not only to somewhat better 
conditions throughout the nation but 
also to the ability and character of the 
organization in both the field and head 
office. 


ATLANTIC LIFE 


The Atlantic Life of Richmond, V2, 
showed an increase of 20 percent in pal 
business. Its mortality experience was 
56 percent. The income was $5,153,259, 
assets $25,702,377, reaching a new hig 
point. The amount of cash was $1.08 
904. The bonds are listed at '$5,415,00 

(CONTINUED ON PAGE 15) 
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New York Agents 
Get State Ruling 


No Objection to Contracting With 
Corporation to Sell Life 
Insurance 


MUST FIRST GET LICENSE 


J. L. Wood of Department Complaint 
Bureau Clarifies Situation After Con- 
ference with Managers Association 


NEW YORK, Feb. 13.—The New 
York department has no objection to 
general agents or managers contracting 
with corporations to sell life insurance, 
provided that licenses are obtained for 
those connected with the corporations 
who solicit business for them and who 
receive any commission or other com- 
pensation for doing so, Harry Gardiner, 
president New York City Life Man- 
agers Association, has notified members 


as a result of letter received from J. L. 
Wood, chief of the complaint bureau of 
the New York department, following a 
conference of Mr. Wood and the asso- 
ciation’s officers. 


Previous Procedure 


Until now, widely diverse arrange- 
ments have characterized the procedure 
by which general agents and managers 
have employed corporations to sell life 
insurance. Some companies would not 
contract with a corporation and insisted 
upon an individual being contracted 
with, and this individual assigning the 
contract to the corporation; others made 
contracts with corporations and insisted 
upon all the officers of the corporation 
obtaining licenses even though they had 
nothing to do with the solicitation of life 
insurance; others made contracts with 
corporations and only required those 
who were actively engaged in solicita- 
tion for the corporation to obtain li- 
censes, 


Wood Writes Letter 


Mr. Wood wrote the Life Managers 
Association as follows: 

“The employment of corporations to 
act as general agents of life insurance 
companies has been recognized by the 
state insurance department for many 
years. There is no prohibition against 
it in the insurance law. The only pro- 
hibition is against the paying of com- 
Mission or other compensation to any 
person for services in obtaining new in- 
surance unless such person shall have 
first procured from the insurance super- 
intendent a license to act as agent for 
the company. You are correct in your 
understanding that the department sees 
No objection to a life company or an 
agency representing a life company 
making a contract with a corporation to 
sell life insurance, provided such cor- 
poration, in turn, obtains through the 
life company or companies, a certificate 
of authority from the superintendent for 
anyone who has to do with the solici- 
tation or procurement of new applica- 
tions for insurance, or receives for such 
services in obtaining such new insurance, 
commission or any other compensation.” 





Lincoln National Men Entour 


ALL. Dern, vice-president and agency 
director of the Lincoln National Life, 
and C. F. Cross, second vice-president 
and agency manager, are now on their 
annual tours of offices in large eastern 
ou. Mr. Dern is visiting Raleigh, 
harlotte _and Asheville, N. C. Mr. 
pata: is visiting Cincinnati, O.; Charles- 
res W. Va.; Washington, D. C.; Balti- 
age Md.; Norfolk, Va.; Philadelphia, 
a, and Canton, Ohio. 





Twenty-five Years Servite 
With Equitable, New York 

















WILLIAM J. GRAHAM 


William J. Graham, vice-president of 
the Equitable Life of New York, rounds 
out 25 years of service with the com- 
pany this month. He joined the Equi- 
table in 1911 as western superintendent 
of agents with headquarters in Chicago. 
He had been with the Northwestern 
National Life for five years as vice- 
president, actuary and director. 

Mr. Graham is a native of Louisville, 
having been born there Sept. 23, 1877. 
He started with the old Sun Life of 
Louisville in 1895, serving until 1902, 
when he went to New York to join the 
actuarial staff of the Metropolitan Life. 
Mr. Graham was taken to the home of- 
fice of the Equitable in 1912 to look 

(CONTINUED ON PAGE 14) 





Prospecting Tips Offered 
at Gathering in New York 





NEW YORK, Feb. 13.—Since about 
90 percent of the average agent’s busi- 
ness comes from either natural contacts 
or referred prospects, it behooves him 
to put by far the larger share of his ef- 
forts on these two classes, while at the 
same time not neglecting other means 
of getting prospects, Daniel Mason, field 
instructor Equitable Life of New York, 
told members of the New York City 
Life Underwriters Association at the 
third in a series of lectures on the tech- 
nique of selling. 


Successful System Needed 


Reminding his hearers that prospect- 
ing is not only the life insurance man’s 
most difficult problem but is a constant 
one and is going to remain constant, 
Mr. Mason pointed out the wisdom of 
finding a system that would keep it con- 
tinually solved. He listed the follow- 
ing possible sources of natural contacts: 

1. Relatives, friends, neighbors, school 
and college friends, church members, 
club and lodge members. 

2. Wife’s contacts: parent-teacher as- 
sociation, her friends and fellow club 
members, school and college friends. 

3. Children’s contacts: school and 
neighborhood friends, children’s club ac- 
quaintances. Much can be _ learned 
about parents of one’s children’s friends. 


Gives Sources of Contacts 


_ 4. Professional persons: doctors, den- 
tists, clergy, including assistants and 
church office staff; lawyers, oculists; 
teachers, including dancing and music 
teachers. 

5. Business contacts: manager of gro- 
cery store, clerks; clothing stores, coal 
or fuel oil dealers, not only the proprie- 
tors but others; druggists, tobacco mer- 








gency. 


interests. 


Independence Square 





Statement Time 


The Asset footing of an Annual Statement, and the 
diversified composition of the assets, impress the average 
prospect. As also do the contingency reserves,—the Sur- 
plus,—declared by the Agent to be an ample safeguard 
against even extraordinary fluctuations in investment 
values, or mortality experience, or in any other contin- 


The total insurance in force, and the total payments to 
policyholders and beneficiaries since the Company was or- 
ganized, still further interests the prospect. 
the Agent recites that the States require their Insurance 
Departments to examine the Companies periodically, he 
will have drawn a picture of financial super-strength and 
safety, able and faithful management, and of statutory 
supervision that completes the guard of policy-owner’s 


Plenty of other canvassing material in an annual state- 
ment. Perhaps these items will give the new man a start. 





THE PENN MUTUAL LIFE INSURANCE CO. 


And then if 


Philadelphia 








chants, those selling ice-cream, candy, 
or flowers. 

6. Those rendering special services: 
bankers, garage proprietors and em- 
ployes; carpenters, household decorat- 
ors, tailors, dry cleaners, radio, laundry. 

Mr. Mason suggested listing all the 
problems which life insurance will solve 
or help solve, and then going over the 
foregoing list and determining where 
such solutions would best fit. Also list- 
ing all policy contracts and seeing whom 
they would fit. For referred prospects 
Mr. Mason suggested the following pro- 
cedure: 

1. Centers of influence: list the 10 
persons who are the most interested in 
one’s success. 

2. Family tree: relatives of present 
policyholders have been found to be an 
excellent source of new business. 

3. References given in the insurance 
application. 

4. Medical: this overlaps somewhat 
with the “family tree” method. 


Suggestions as to Method 


When getting names from persons, it 
is better to get all the names first be- 
fore asking any questions about each, 
Mr. Mason advised, otherwise the time 
consumed on each name will make the 
source reluctant to give many names. 
In asking such questions as, “Do you 
know anyone who has recently mar- 
ried?” it is a good idea to have an ap- 
propriate picture to show, as it serves to 
stimulate recollections. 

Some other modes of getting pros- 
pects which should not be neglected are 
home office personalized letter service, 
the agent’s own letters and circulars, of- 
fice leads and other sources of small 
amounts of business. While a source of 
prospects may account for only 2 per- 
cent of one’s business, nevertheless that 
2 percent should be gotten, Mr. Mason 
emphasized. 


Urges Prospecting Interviews 


Hard work, unless it is also intelli- 
gent, “never got anybody anything but 
tired,’ Mr. Mason declared, stressing 
the need for system and organization. 
He urged the practice of having at least 
one prospecting interview a day, on 
which the sole object is to get new pros- 
pects and not to sell insurance. 


Chicago Life Lawyers Meet 

J. F. Sheen of Fulton, Fulton & 
Sheen, attorneys, Chicago, spoke to the 
Life Insurance Lawyers Club of Chi- 
cago on “Insurance Contracts of 
Minors.” 








RFC Loans to Companies 
Are Being Rapidly Repaid 





WASHINGTON, D. C., Feb. 
13.—Insurance companies which 
required federal assistance during 
the depression are rapidly taking 
up their obligations, it is shown 
by a report issued by the Recon- 
struction Finance Corporation 
its loans and repayments. 

Loans made to insurance com- 
panies up to Jan. 31, totaled $89,- 
519,494, while repayments 
amounted to $83,444,579, leaving 
but $6,000,000 still outstanding. 

In addition to these loans, the 
RFC advanced $30,375,000 to in- 
surance companies, $10,000,000 
being used for the purchase of 
preferred stock and the remainder 
advanced on the security of pre- 
ferred stock. Of this amount, 
$292,000 has been repaid. 
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THE SHIELD: 


MAN’S FIRST WEAPON 
OF PROTECTION 


The Shield Company FIRST in The Hearts of Millions 





The Shield antedates recorded history. 

It was used by the most ancient people known 
to man; by those of Biblical times; by the Greeks; 
in the Roman Legions; by the Crusaders. . . . 

The function of the Shield was to protect—to 
defend. 

So it is today. 

The National Life and Accident Insurance Com- 
pany, Inc., is known as the SHIELD COMPANY. 

Its mighty Shield protects over 2,230,000 
people from coast to coast. 

Its 3,000 representatives are welcomed as Shield 


Men. Its plan of insurance, the Shield Plan. 


THE NATIONAL LIFE & ACCIDENT INSURANCE COMPANY, INC. 


THE SHIELD COMPANY 
THE SHIELD: MAN’S FIRST WEAPON OF PROTECTION pps 


The NATIONAL LIFE AND LW 
ACCIDENT Insurance Co, Inc. fe, 
Fie LN 


HOME OFFICE, National Building, NASHVILLE, TENN. a 
C. A. CRAIG, Chairman of the Board, W. R. WILLS, President oa SHIELD 
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Joseph D. Bookstaver Dies; 
Travelers General Agent 





ONE OF COUNTRY’S LEADERS 





Death Comes to Life Insurance Sales 
and Education Enthusiast of 
New York City 





NEW YORK, Feb. 13—Joseph D. 
Bookstaver, 52, general agent in New 
York City of the Travelers life depart- 
ment, died last week at his home here 
after an illness of three months. His 
office has led all the company’s general 
agencies in volume since 1920, when it 





JOSEPH D. BOOKSTAVER 


took first place with a production of 
$16,517,063. Production reached $20,- 
000,000 in 1923 and in 1925 and 1926 it 
exceeded that figure. 

Mr. Bookstaver was an_ enthusiast 
about education for life agents and put- 
ting the business on a_ professional 
plane. He was one of the general 
agents and managers who underwrote 
the life insurance training course at 
New York University. Despite his rec- 
ord as a personal producer and educator, 
he attended the opening classes as a 
student as an example to field men and 
others. 

Beside assisting many of his agents 
financially to attend this course, he es- 
tablished ten annual scholarships, mak- 
ing a condition that the trustees could 
select eligible candidates from anywhere 
except from among the agents of his 
own organization. 


Was Association Leader 


In the New York. City Life Under- 
writers Association, of which he was 
vice-president at the time of his death, 
he not only gave valuable services along 
educational lines, but did an outstanding 
job in increasing the association’s mem- 
bership during the fiscal year 1934-5, 
when he headed the membership com- 
mittee, to more than 2,000, the highest 
figure ever attained up to that time. He 
had: previously served another term as 
vice-president of the association and 
was a member of its executive commit- 
tee and other committees. 

He was also a member of committees 
of the New York City Life Managers 
Association, a member of the Million 
Dollar Round Table conference, re- 
gional vice-president of the alumni asso- 
ciation of approved life insurance 
schools, member of the University Life 
Underwriters’ Asociation’s executive 
committee, the Drug & Chemical Club, 
Bankers Club, General Brokers Associ- 
ation and a number of non-insurance or- 
ganizations and clubs. 

Mr. Bookstaver entered the insurance 
business as a broker in 1907. In 1908 
he joined the New York Life as a spe- 
cial agent and in 1909 qualified as a 
delegate to the $200,000 club conven- 





tion. He was appointed general: agent 
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Hope Ohio Agency Law 
Will Correct Some Evil, 


| 


A Cincinnati agent, in commenting 
on the qualification law in Ohio which 
permits the insurance department to tse 
its judgment in the licensing of agen 
to the extent that the state may a 
for an examination before issuing 4 
certificate, makes the following obsery. 
tion: 

“For a number of years we have trie 
to show the value of such examinations 
but it was not until recently that th 
department compiled a list of 250 ques. 
tions which will be submitted to th 
companies licensed to do business jy 
Ohio so that they may set down wha 
they deem to be the correct answers 
These will be given to prospective 
agents. After they have had an oppor. 
tunity to study the questions and ap. 
swers, they will be given an examina. 
tion on approximately 30. If they pass 
with a reasonable grade, they will he 
licensed. 


Will Make Better Selection 


“Tt is our feeling that this method 
will automatically eliminate the part 
time man, and will have a tendency to 
make for better selection; because a 
man will not go to the trouble of study. 
ing 250 questions and answers in order 
to pass an examination to place one 
case, nor will he exert this effort unless 
he is serious about going into the busi- 
ness. 

“Personally I do not like the defiui- 
tion of the part time agent in the pres- 
ent agreement being signed by the con- 
panies, because it states that he is en- 
gaged in work other than insurance in 
any of its branches. The greatest diffi- 
culty in Cincinnati has been with the 
fire and casualty men who have licenses 
to place business with some of the life 
companies, and who grab off cases 
which have been developed by full time 
life men without doing anything to help 
in the production of the business other 
than call on the man because he hap- 
pens to carry some fire or casualty in- 
surance with them. I am hoping that 
as we get farther into this situation 
men in other lines of insurance endeavor 
will be classified as part time men.” 

















of the Travelers in 1911. Moving his 
office downtown in 1919 he decided to 
discontinue his general business to de- 
vote his full attention to the building 
up of life business. Several of the out- 
standing figures in the brokerage and 
managerial field are “alumni” of his ot 


ice. / 

Mr. Bookstaver is survived by his 
wife, Mrs. Nettie Bookstaver, and his 
son, Burton Julian, 19. 


Agency Being Continued 


The business established by Mr. 
Bookstaver will be continued by. the 
same staff of experts who have beet 
with the organization for periods rang 
ing up to 25 years. Elias Klein, who 
had been associated with Mr. Book- 
staver since inception of the general 
agency in 1911, and for two years before 
that in his brokerage business, will su- 
pervise agency and production work. 
Irving Bush, whose record goes back 
20 years, will remain in charge of fi- 
nances and office management. _ Saul 
Rosenstein, associated with Mr. Book- 
staver for more than 15 years, will su- 
pervise field service, and Milton Gold- 
stein, who also has a 15-year service 
record, will be in charge of undet- 
writing. ; 1 

The funeral at Riverside Memorié 
Chapel, was attended by many life 1 
surance notables, including Vice-prest 
dent H. H. Armstrong and other &* 
ecutives from the Travelers home office. 





Postpone Cochrane Hearing 


DENVER, Feb. 13.—The Civil Serv- 
ice commission hearing on charges 
against Insurance Commissioner Jack- 
son Cochrane has been postponed agai 
until Feb. 18. 
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Washington at Mount Vernon, 1784, with Lafayette, Martha Washington, her daughter-in-law, Mrs. Stuart, and her grandchildren, George Washington Parke Custis and Nellie Custis. 
Reproduced by New York Life Insurance Company through the courtesy of The Metropolitan Museum of Art, New York. 











February 22, 1732 


— 2 oP the eve of his retirement in 1797, 
George Washington wrote to his 

e and Mf friend, General Henry Knox: 
“To the wearied traveller, who sees a 
@ his  testing-place, and is bending his body to 
lean thereon, I now compare myself... 
ur. | [he prospect of retirement is most grate- 
ful to my soul . . . The remainder of my 
rang- & life will be occupied in rural amusements; 
ook Band though I shall seclude myself as 
efor # much as possible from the noisy and 
work, bustling crowd, none would, more than 
fi Myself, be regaled by the company of 

ss. those I esteem.” 

Cae You, too, will have plans for your re- 
ic. @ “ement. Like Washington, you may 


GEORGE WASHINGTON “December 14, 1799 


prefer the quiet of the country ... or you 
may want to travel at home or abroad 
... or fish north in the summer, south in 
winter . . . or play golf whenever you 
like. You will have time for whatever you 
want to do, when you retire. Will you 
also have the money? 

There is a way of making sure of it. A 
New York Life Annuity Endowment guar- 
antees you a retirement income that will 
last as long as you live. If you should die 
before your annuity begins, your family 
would have insurance protection. 

Ask a New York Life representative to 
tell you about it... or write for our 
booklet ‘Retire with a Life Income.” 


To our Policy-holders and the Public: 


During the difficult years since 1929, New 
York Life paid well over one billion dollars 
to policy-holders, beneficiaries and annui- 
tants. These payments to the members of 
this mutual company and beneficiaries un- 
doubtedly helped to mitigate the severity of 
the depression for many families, businesses 
and individuals. At no time during this entire 
period did the Company find it necessary to 
raise money by borrowing or selling securi- 
ties as its current cash income was more than 
sufficient to meet its obligations. 


Ohomoar CO .Rrmraicnmoan. 


President 








THOMAS A. BUCKNER, President 
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New York Life Emblem Since 1859 


res SAFETY IS ALWAYS THE FIRST CONSIDERATION ... NOTHING ELSE IS SO IMPORTANT 


“INEW YORK LIFE INSURANCE COMPANY 


FOUNDED IN 1845 


51 MADISON AVE., NEW YORE, N. Y. 
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No Serious Threat in New 








MAN 


McClellan 


Washington, April 9, 1862. 


Lincoln 


Major-General McClellan. 
My dear Sir: 

Once more let me tell you it is indispensable to you that you strike 
a blow ...I beg to assure you that I have never written you or spoken 
to you in greater kindness of feeling than now, nor with a fuller purpose 
to sustain you, so far as in my most anxious judgment I consistently can; 
but you must act. 

Yours very truly, 
A. Lincoln, 


THE URGE TO ACT 


EORGE BRINTON McCLELLAN, graduate of West Point, 

first saw active military service in the Mexican War. When 
but thirty-five years old, he was called to Washington to direct 
the troops at the capitol. He was soon elevated to the chief com- 
mand of the Union forces. Lincoln and McClellan first met when 
both of them were connected with the Illinois Central Railroad, 
Lincoln as an attorney for the road and McClellan as its engineer 
and vice-president. 


There is still much dispute over the question of McClellan’s 
military behavior. Pressure was brought upon Lincoln to get his 
army moving, and Congress had become so impatient that it ap- 
peared as if McClellan’s resignation would be demanded if some 
offensive move was not made immediately. In this atmosphere of 
tension, the above letter was written. 


The genius of planning is of little importance in itself unless 
it anticipates performance. At his desk the underwriter is but a 
salesman in embryo, but when he emerges and directs the inter- 
view, both planning and performance are co-ordinated and 
achievement made possible. The urge to act is a vital factor in 
production. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 
ITS NAME INDICATES ITS CHARACTER 


| being placed upon the importance of 


_There has been some fear that new de- 











Plans to Mortgage Safety 


REPORT ON CHEAPER HOUSES 


Flat Roofs, No Basement, Omission of 
Conveniences Are Means of 
Reducing Prices 





Too much stress has been and is 
easy mortgage money, rather than the 
more important considerations of in- 
comes and building costs, according to 
a report of the Purdue housing research 
project. On the basis of income statis- 
tics, a house costing more than $5,100 is 
too expensive for 75 percent of Amer- 
ican families. One costing more than 
$6,100 is out of the price range of 80 
percent of the families. The Purdue 
figures are based on urban family in- 
comes. Purdue university has been en- 
gaged in small house experiments with 
a view to bringing down the cost. Nine 
homes have been or are being built on 
the Purdue housing research campus at 
Lafayette, Ind. Various types are spon- 
sored by noted architects, such as J. 
Andre Fouilhoux of New York, Hola- 
bird & Root, Burnham Bros. & Ham- 
mond, Inc., McNally & Quinn and 
Holsman & Holsman, Chicago, Howard 
T. Fisher and John A. Pruyn, eastern 
architects, and William Lescaze of 
Philadelphia. 


Costs Not Being Reduced 


The Purdue study offers little encour- 
agement for cost reductions that will 
bring the price of well built houses 
within the reach of the average family. 
No immediate prospect is seen for re- 
duction in the cost of distributing build- 
ing materials. The houses on the Pur- 
due campus will cost approximately 
$5,000 each. They are designed to ac- 
commodate a family of two adults and 
two children. No compromise has been 
made in items which affect the sound- 
ness of the structures or that would im- 
pair their value as mortgage security 
over a term of years. However, the ex- 
perience of those in charge of the pro- 
ject has been that to maintain sound 
construction standards and _ provide 
reasonable space accommodations, many 
of the items usually associated with 
American living standards must be 
omitted. Only the simplest equipment 
can be included. The houses being con- 
structed on the Purdue campus in gen- 
eral have flat roofs, no basements, and 
include a combination _ living-dining 
room, kitchen, three bedrooms, bath and 
garage. 

Modest on “Reasonable Space” 


The Purdue report seems to coincide 
with the experiencce of individuals who 
have looked into the small house prob- 
lem, except that possibly some _indi- 
viduals are not so modest as the Pur- 
due authorities in judging “reasonable 
space accommodations.” 

The report does not seem to indicate 
a serious threat to the home mortgage 
investments of life insurance companies. 


partures in home building might pro- 
vide homes that would devalue the se- 
curity behind hundreds of thousands of 
home mortgages. It does not appear 
that for comparable accommodations 
the new designs are any cheaper than 
the houses already built. 


Life People Not Affected 


The life companies are not affected by 
the decision to revive a large part of 
the I!linois insurance code and seek to 
have it passed at one of the special ses- 
sions of the Illinois legislature, now in 
progress. That decision was an out- 
come of the hearing called by Insurance 
Director Palmer of Illinois over the 
question of writing powers of casualty 
and surety companies. The casualty 
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W. J. SHAW 


W. J. Shaw, who has been secre. 
tary of the American National of Gal- 
veston, now becoming executive vice- 
president and secretary, has had an in- 
teresting career and a valuable experi- 
ence. He is “to the manner born,” be- 
cause he is a native of Texas, spending 
his early life on a farm and there gained 
that valuable training that has been so 
useful in his later career. He became 
seasoned for the multitudinous and re- 
sponsible tasks that awaited him in his 
executive position. He taught school in 
Missouri and Texas for five years and 
on May 1, 1905, joined the American 
National as an agent. He carried a 
rate book and later became a clerk in 
the Dallas office, going to the head of- 
fice on Feb. 1, 1906, where he was placed 
in charge of accounting and details of 
the industrial department. ~ Six” years 
later he became assistant secretary and 
then in July, 1916, he was made secre- 
tary. Mr. Shaw has been a most valu- 
able official to his company. 

















Company Receivership Ends 
Agent’s Commission Right 





The right to renewal commissions 13 
conditioned on the continued existence 
of the company and the continued col- 
lection of premiums, the United States 
circuit court of appeals for the seventh 
circuit (Illinois) has held in Layton Vs. 
Illinois Life. The agent was seeking 
to recover the “present value” of such 
commissions upon renewal premiums 
which he alleged the company, had tt 
continued in business, would have re 
ceived in due course. The agency con- 
tract, according to the report, was for 
no definite term, could be terminated at 
will and was terminated by the receiver 
ship of the company. When the court 
appointed a receiver, this amounted t0 
a termination of the contract by opefa 
tion of law reasonablv within the con- 
templation of the parties and not am 
actionable breach on the part of the 
company, according to the court. 


— 








of legislation to correct a certain de- 
ficiency. Mr. Palmer stated that he 
would oppose such a bill and that the 
only legislation he would favor would 
be of a comprehensive nature, including 
about one-third of the twice rejected 
Illinois code. None of the material to 
be introduced affects the life companies. 


Agencies Show Sales Gains 


Baker & Moore, Pacific Mutual Life. 
Los Angeles—Increase of 60 percent for 
January. F 

Arthur J. Hill, California State Life 
of Indiana—January gain of 44 percent 
over December. Manager Hill, E. l 
Buchanan and A. L. Aron produced more 
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The Mutual Life Insurance Co. of New York 


First Policy Issued February 1, 1843—Ninety-three Years Ago 


On December 31, 1935, this ‘First American Life Insurance 
Company” to issue a Policy, had Assets of $1,239,039,565, 
an increase of $78,529,913 over 1934. 


During 1935 the Company paid Policyholders and their 
Beneficiaries $138,591,009. 


The Company’s Fund for Depreciation of Securities and Gen- 
eral Contingencies on December 31, 1935, was $55,769,831, 
and it has set aside $24,421,034 for Dividends in 1936. 


Insurance issued, including $13,495,272 Dividend Additions, 
amounted to $266,097,986, an increase of $13,132,815, 
making the total Outstanding Insurance $3,708,081,401. 
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BALANCE SHEET, DECEMBER 31, 1935 








ASSETS ‘ LIABILITIES AND RESERVES 
er cent 

CAIRO aS ons! ob tae <o , aeos eee Cae 6.04 $74,901,892.84 Pune esenieae sn os ee oe $1,072,064,612.00 
United States Government bonds. . . 14.15 175,315,977.01 Supplementary Contract Reserves .... . 53,979,577.97 
State, County and Municipal bonds . 3.13 38,841,937.07 — Other Policy Liabilities... ....... 19,295,853.93 
Canadian Government, Provincial . oe 

and Municipal bonds. ..... . 1.13 14,049,542.40 Premiums, Interest and Rents paid in advance 3,761,218.56 
Other Foreign Government bonds. . .05 569,233.47 Miscellaneous Liabilities ......... 4,788,976.68 
Railroad, Public Utility and Indus- Reserve against Interest on Mortgage Loans 

trialbonds.........--- 32.99 408,710,004.94 overdue more than six months .... . 1,424,754.37 
Preferred and Guaranteed stocks. . . 1.87 23,176,150.00 Res Se tees 2,942,406.06 
Mortgage Loans (at cost). ..... 19.22 238,143,421.62 ‘ re sasiinnes nas eee a ee eee ere 
Real Estate (at cost orless) ..... 4.38  54,236,357.23 Dividends payable in 1936 ....... - 24,421,033.85 
ON es ak & 5-6 SD es 14.35 177,785,418.50 Reserve for Future Deferred Dividends . . 149,147.19 
Premiums in course of collection .. 1.32 16,404,184.08 Special Contingency Reserve*...... .- 442,152.64 
Interest and Rents due and accrued . 1.36 16,829,561.33 Fund for Depreciation of Securities and 
Cash advanced to pay claims. ... . 01 75,884.22 General Contingencies ......... 55,769,831.46 

Total Admitted Assets. . . . . $1,239,039,564.71 OO een ae eee ee ea ee $1,239,039,564.71 


* The Special Contingency Reserve represents the difference between the values carried in assets for non-amortizable 
bonds and for preferred stocks and the actual December 31, 1935 market quotations on such bonds and stocks. 
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Central States Life Is Now 
Passing to Different Hands 





(CONTINUED FROM PAGE 1) 
States. He has a considerable block of 
stock, 

The new directors are: A. L. Mc- 
Cormack, president of the Charles L. 
Crane Agency Company, a general in- 
surance agency; Luther Ely Smith, an 





attorney; F. E. Gunther, vice-chairman 
of the board, First National Bank in 
St. Louis; Massey Wilson, one time 
president and later chairman of the 
board of the old International Life and 
J. H. Grand, a local attorney. 

Mr. Crunden, who is scheduled to be- 
come president in the event that Mr. 
Graham persists in his decision to re- 
tire from that office, is a prominent St. 
Louis manufacturer. His family has 





of its kind in the country. 
planned to loan only $3,100,000 but had 


been interested in the company finan- 
cially for a number of years. 
Mr. McCormack one of he new di- 
rectors is a close personal friend of Sup- 
erintendent of Insurance O’Malley. 
The largest single investment of the 
Central States is a first mortgage of 
$3,400,000 on the Park Plaza hotel in 
St. Louis, one of the finest properties 
It originally 








PACIFIC 


ASSETS 


Bonds 


Common Stocks* 


Real Estate 
(Including Home Office) 


miums— 

Life Department 

Accident Department 
Cash on Hand 
Other Assets 


Teer eee ee ee 


Gain in Admitted Assets. . 
Total Income 
Accident Premium Income 


ee 6. @ > © « @ O tes 


Capital, Surplus (Assigned 
tingencies 


oe 3 2s 4s 5 © es 6 8 


68th ANNUAL 


Loans on Real Estate......... 
Loans on Approved Collateral. 
Loans to Policyholders........ 


co +e S26 6 os 6:6 0 6: 6)6 oo 4 eds. @ 


$6040 86602 6000 0 0% 


Interest Due and Accrued..... 
Outstanding and Deferred Pre- 


ase e 64:2 0.89 


TOTAL ADMITTED ASSETS $215,561,220.32 


George |. Cochran 
Chairman of the Board 


Home Office 
Los Angeles, California 


December 31, 1935 


MUTUAL PRESENTS ITS 
STATEMENT 


LIABILITIES 











.$ 88,379,312.85 Reserves on Policies ........... $182,545,141.12 
.  4,309,672.98 Reserves for Claims Approved 
. 35,987,754.68 Payable in Instalments....... 15,469,477.00 
. 50,959,090.15 Claims Awaititig Proofs........ 2,641,789.00 
. 5,531,581.18 Premiums and Interest Paid in 
7 892,815.18 0 ee erat 1,794,671.05 
. 18,024,539.05 Reserved for Taxes Payable 1936 646,800.00 
All other Liabilities............ 828,882.73 
.  2,851,786.47 
Total Liabilities .......56: $203 ,926,760.90 
a ere 508,200.00 
.  3,379,076.89 Surplus Set Aside for Future 
725,141.89 — Dividends to Policyholders.... _ 1,068,669.44 
.  4,340,670.88 Surplus Unassigned............ 6,057,589.98 
; 179,778.12 Reserve for Contingencies...... 4,000,000.00 
| Ee ee $215,561,220.32 


RESULTS FOR 1935—SIXTY-EIGHTH YEAR 


oS 6 OS © 6 4 -~ 6 te Be 6 RE OE 2 8 GS OO Se Ew ee Fe ee 


1 a Ria ee Re ce) eS a ec eho 6 BO 8 OE eee! ee 4 Om “e 


i ee ee ee a ee ee ee ee ee a 


ee err rer 
New Life Insurance Issued (Paid-for Basis) 
Bred Weta ae TOES. wo i i ks eres cies 
Grand Total Paid Policyholders since Organization 


> a a ae Soe, SS 6 OR SS oe Oe & 


and Unassigned) and Reserve for Con- 


oS SR Sew 6S eS 6 eS 8 2 ee: ON See Oe OTS GO 8S Se 


Average Rate of Interest Earned................... 02 e eee eee 
Reais Dente, cts OO TUE... . os 5 i ee eee eis 


*Computed on basis authorized by National Convention of State Insurance Commissioners. 


acific Mutual Life 
/nsurance Company samen 


A. N. Kemp 
President 


Assets 
Over $215,000,000 


Offices in principal centers 
in 42 states 


$ 10,350,075.88 


44,986,730.40 
6,066,253.59 
636,856,407.00 
58,092,807.00 
23,722,415.53 
337,388,695.36 


11,634,459.42 
4.89%, 
60.1% 





to put up $300,000 additional t 
its lien against claims of contrac, 
and mechanics. Last year the Proper, 
earned $240,000 in excess of taxes ang 
interest. The company sought to {y, 
close the Park Plaza but the act 
was fought by the federal court at the 
request of the holders of the Secoy 
mortgages, Judge Davis holding tha 
the first mortgage was substantially Se 
cured. 

The Kansas City Life owns aboy ri 
percent of the stock of the Centr! 
States Life while President Geors 
Graham personally holds 10,000 of j, 
80,000 shares. q 

The Central States Life improved j, 
condition last year. The trend of fat 
values continues upward. The apa. 
ment properties it owns are more thy 
90 percent occupied. It was able to t. 
finance approximately $4,000,000 of ¢. 
cumbrances on real estate holdings gyi 
it has succeeded in reducing the toy 
debt by more than $600,000. Its req 
estate sales exceeded those of the ye 
previous by 50 percent. It paid to po. 
icyholders last year $1,282,208. Its mor. 
tality experience continues to be mor 
favorable. Its disability experience ya 
unusually good last year. It is noy 
changing to a higher standard for dis. 
ability. Its new business increased §; 
percent. The Central States is concep. 
trating in southwest territory. Its cop. 
tingency funds are now $900,000 and it 
net surplus $404,741. Its capital is $409. 
000 so that total policyholders’ funds are 
$1,700,000. 


O protey! 






























Aetna Life Makes Promotion; 





Four People Are Given Recognition- 
M. I. Doxsee, Dr. Jas. Irving, R. W. 
McCreary and R. B. Coolidge 





HARTFORD, Feb. 13.—The Aetm 
Life has announced the election of M. 
I. Doxsee as assistant actuary and Dr. 
James Irving as assistant medical di- 
rector; also the advancement of R. W. 
McCreary from assistant secretary to 
agency secretary and R. B. Coolidge 
from assistant superintendent of agen- 
cies to superintendent of agencies. 

Mr. McCreary has been assistant sec- 
retary since 1925 and has been in the 
Aetna Life agency department since 
1895. Mr. Coolidge has been with the 
company for 16 years, during which 
time he has had wide sales and super- 
visory experience. After three years in 
the Cleveland agency, he was appointed 
home office group representative in 
Cleveland. In 1926 he was made a 
sistant general agent of the Chapman & 
Chapman agency in Cleveland. In 1933 
he went to the home office as assistant 
superintendent of agencies. 

Mr. Doxsee has been in the actuarial 
division since 1924. He is a native of 
Toronto and a graduate of the Un 
versity of Toronto, a fellow of the Ac- 
tuarial Society of America and for the 
last three years secretary of the Ac 
tuarial Club of Hartford. ; 

Dr. James Irving is also a Canadiat 
and a graduate of the University Col- 
lege of Toronto. He was graduated 
from the university’s school of medicint 
in 1932 and after an internship at the 
Toronto General Hospital _ practiced 
medicine and surgery at the Edinburgh 
Royal Infirmary and in 1934 was made 
a fellow of the Royal College of Sur 
geons at Edinburgh. In 1935 he was 
appointed house surgeon at the London 
& Warwickshire hospital in Englané. 
after which he engaged in general prac 
tice in Burlington, Ontario, until his ap- 
pointment as resident doctor of the te- 
construction unit of the New York Post 
Graduate Hospital, which post he left 
to join the Aetna Life. 


Burke Goes to Home Office 


Vincent M. Burke, for some time 
agency organizer Heifetz agency, Mt- 
tual Life of New York, Chicago, has re 
signed and become connected with the 
home office agency department of the 














Northwestern National Life. 
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Life Companies Are Finding 
Better Real Estate Values 











NATIONAL SURVEY COMPLETED 
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prudential Will Raise Prices on Better 
Class Properties About 10 
Percent March 1 





NEWARK, N. J., Feb. 13.—Life 
companies are finding a steady improve- 
ment in real estate values, in line with 
the results of a survey recently com- 
pleted by the National Association of 
Real Estate Boards. The companies 
keep ‘their prices up in line with market 
trends, as otherwise they would be in 
the position of holding their properties 
at “dumping” price levels, which would 
be not only an unprofitable situation for 
the company but would tend to depress 
the real estate market. 

The Prudential, for example, has no- 
tified agents handling its real esate hold- 
ings that prices on its better types 
of properties will be advanced about 10 
percent Mar. 1. The “C” class prop- 
erties are still priced for quicker dis- 
posal. Sales last year totaled $44,000,- 
000 or $14,000,000 over the quota, and 
a considerably higher quota has been 
set for this year. 


T. W. Appleby on Stewardship 


Ohio National President on Program at 
Tristate Sales Congress in 
Cincinnati 








President J. W. Dalzell of the Cincin- 
nati Life Underwriters Association pre- 
sided at the tristate sales congress spon- 
sored by the association at Cincinnati. 
He introduced T. W. Appleby, presi- 
dent of the Ohio National Life, who 
welcomed 200 to the congress. Speak- 
ing on “Stewardship of 100 Million 
Policyholders,” Mr. Appleby said a 
steward was one in charge of property, 
but there was no conflict between hu- 
man rights and property rights because 
property can have no rights. Straight 
thinking is required, he declared. In a 
period of inflation wages never rise as 
rapidly as living expenses and a per- 
son deriving a fixed income from an- 
nuities or investments suffers. 

According to Walter Lippmann, 70 
percent of taxes are indirect and the 
average person does not appreciate the 
tax burden he is carrying. An econo- 
mist said that there were but three in- 
stitutions in the United States, the state, 
church and life insurance. 


Men in Field Important 


_ Mr. Appleby said he did not run away 
from use of the term “agent” applied 
to life insurance men. An “agent,” he 
said, “is one who acts for another.” 
“When we select our general agent, we 
select our business,” he said. His char- 
acter determines that of the agent and 
policyholder. The social application of 
life insurance can be made only through 
men in the field in contact with the 
public, Mr. Appleby said. In the stew- 
ardship to policyholders, the agent is 
greater than the home office. 

Other speakers were: L. S. Broaddus, 
manager Acacia Mutual, Chicago; C. H. 
Voorhees, counsel Connecticut General, 
Hartford; Charles Sawyer, investment 
counsel Union Central, C incinnati; 
Frank Knox, editor Chicago “Daily 
News,” introduced by C. D. Grost, edi- 
tor Cincinnati “Post,” and G. F. Ream, 
assistant superintendent of agencies Mu- 
tual Benefit, Newark, introduced by J. 

. Drewry, general agent Mutual Bene- 
fit in Ohio. 


Read Blood Stained Paper 
PHILADELPHIA, Feb. 13.—M. L. 
Williams, assistant manager of agencies 
of the Provident Mutual Life, was to 
have addressed the February meeting of 
the supervisors group of the Philadel- 





phia Association of Life Underwriters. 
But, while bound from his office to the 
hotel, his taxi skidded on the icy Phil- 
adelphia streets and caromed into a pole. 
Mr. Williams, instead of delivering a 
speech, went to a hospital for first aid. 
When news of his accident, which was 
not serious, reached the supervisors 
shortly before the start of the luncheon, 
a hurry call was put in to E. A. Farring- 
ton, agency assistant of the Provident 
Mutual. The latter went to the hospital, 
secured the blood-stained manuscript 
and read it for Mr. Williams at the 
luncheon. 


Life Agency Supervisors Meet 

The Life Agency Supervisors of Chi- 
cago conducted a forum on “Bridging 
the Gap” between training and produc- 
tion at the monthly meeting this week. 
J. H. Cloud, Joyce & Co., and George 
Huth, Provident Mutual, led the dis- 
cussion. B. J. Groves, Travelers, was 
in charge of the program. 





Byron K. Elliott Is Named 
John Hancock Head Counsel 


Byron K. Elliott has been elected gen- 
eral counsel of the John Hancock Mu- 
tual Life taking the place of G. W. 
Cox, who was recently elected president. 
Mr. Elliott has been general solicitor of 
the company since 1934, previously hav- 
ing been manager of the American Life 
Convention. 

Charles F. Adams, who was secretary 
of the navy under Hoover, has been 
elected a member of the finance com- 
mittee of the John Hancock. 





Langmuir’s Mother Dies 
Mrs. Charles Langmuir, 87, widow of 
the New York Life’s former European 
manager, and mother of Vice-President 
Charles H. Langmuir of the New York 
Life, died Feb. 11 in New York City 





after a short illness. After the death of 





her husband in 1898, Mrs. Langmuir be- 
came interested in traveling. Since that 
time she has been around the world 
three times and had visited every coun- 
try except Siberia. Beside Vice-presi- 
dent Langmuir three other sons survive, 
one of whom is Dr. Irving Langmuir, 
winner of the 1932 Nobel chemistry 
prize. 


Bayley Memphis Manager 

John F. Bayley, who has been man- 
ager of the Metropolitan Life at Jack- 
son, Miss., since 1930, has been trans- 
ferred to Memphis as manager. 

Adam J. Sauter of New Orleans, 
agency sales supervisor, will succeed 
Mr. Bayley in Jackson. 





Mrs. Olive French Devine, mother of 
J. P. Devine, manager of the Cincinnati 
home office agency of the Union Central, 
died suddenly at her home in San An- 
tonio, Tex. Mr. Devine has been ill in 
a hospital in Cincinnati. 











FINANCIAL STATEMENT OF JANUARY 1, 1936 


We issued 37.8% 
more insurance in 


1935 than in 1934 


ASSETS 


First Mortgage Farm Loans......... $11,499,900.38 
Cash in Office and Banks 
Cash Loans on Company Policies... 
Bonds (less than Market Value Dec. 


31, 1935) 


U. S. Government and Govern- 
ment Guaranteed. .$4,881,800.00 
Federal Land Bank.. 2,575,000.00 


State, County and 
Municipal 
Public Utility and 


Railway Equipment 


Canadian 


Interest Accrued 


Deferred and Unreported Premiums. 
Due from Reinsurance... 
Furniture and Fixtures Account..... 


Collateral Loans 
Premium Notes 
Stocks 
Other Assets 


Total Paid Policyholders 


Percentage of Death Losses Paid to Mean Insurance............... 0.577 
Percentage of Lapse and Surrender to Mean Insurance............ 6.98 

Average Percentage of Actual to Expected Mortality, December 31, 1914, to December 31, 1934. .40.00 
Praddl camr Galas Se NOs vo. cnandencantcancececcccas $47,302,976.22 


BANKERS LIFE 


INSURANCE COMPANY 


of NEBRASKA 


We Lead All Companies in Insurance Written and in Force in Nebraska 


HOME OFFICE 





eoreeresees 


Real Estate (Including Home Office) 
Real Estate under Contract of Sale.. 


eeeeeeee 
eee eeeee 
eee eee eee ee eeeeeee 


Cee eeeeeeeee 


aaa pea: a 1,167,685.35 Death Claims Reported, Proofs Not 
9,249,467.00 pT PPPOE OE TORE EEC CCRT 43,115.00 
Reserve for Unreported Death Claims 25,000.00 
) eaten 11,047,007.78 Premiums Paid in Advance......... 35,929.69 
Interest Paid in Advance............ 201,858.20 
CECE CCT TELE 1,844.98 
Dividends and Installments left with 
Company and interest thereon. .... 204,184.28 
3,260,207.78 MANNE BOON son ccdccccceaenss 300,000.00 
Reserve for Salaries, Medical Fees, 
235,000.00 Gti a caccuntnkasedsadscescuadains 65,787.59 
95,000.00 Reserve for Investment Contingencies 1,500,000.00 
5,233,289.93 Reserve for Policy Dividends (Ap- 
72,299.05 portioned and Unapportioned).... 5,080,217.56 
macaaeaaee 365,322.18 Cem TIME os ccckcccctenuacecaas — Geen 
412,585.47 Surplus and Contingency Reserve.... 3,107,888.35 
neehelacaa's 1,803.80 
None 
Niwas se waals None 
errr None 
cictaalwadwaces None 
Esicada wean None 
BA a a ae $39,049,360.94 pO ee er 


Record of Nineteen Hundred Thirty-five 
Reccsuwessad $3,632,437.36 


FORTY-NINTH YEAR 





SINCE 1887 


Reserve (Full Net Level Premium) . .$27,983,535.29 


Insurance Issued and Revived....... $14,944,768.77 
Insurance in Force December 31, 1935, $124,023,771.14 


LIABILITIES 


LINCOLN, NEBR. 
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29th Annual Statement—December 31, 1935 


ASSETS 


United States Government 
State, County and Municipal 


Other Bonds and Stocks 


Bonds carried on amortized basis. 
values as of December 31, 1935. 


First Mortgage Loans 


$ 1,289,423 
1,216,120 


Listed securities at market 


On farm property $1,189,417, on city property $19,025,883. These 
loans were made on a basis not to exceed approximately 50% of a 


conservative valuation. 


Real Estate 


This includes our seventeen-story Home Office Building. 


Loans to Our Policyholders 


Fully secured by the cash values of their policies. 


Premium Loans and Liens 


Fully secured by the cash values of policies. 


Investment Income in Course of Collection 
Premiums in Course of Collection 


Total Admitted Assets 


LIABILITIES 


Policy Reserve 


$53,576,944 


This amount represents the reserve required by law to assure 


prompt payment of policy obligations. 


Reserve for Policy Claims 


322,199 


Claims in course of settlement on which proofs have not been 


received. 
Reserve for Taxes 


Premiums and Interest Paid in Advance 
Policy Proceeds Left with Company 


Dividends for Policyholders 


Reserve for All Other Liabilities 


239,743 
464,106 
2,610,219 
522,658 
145,230 


Medical and inspection fees, bills not yet presented, policy dividends 


apportioned, etc. 
Liabilities 
Special Reserve 


$57,881,099 


A fund to take care of contingencies, depreciation on 


real estate and investment fluctuations. 
Capital 
Surplus Unassigned 


Total Surplus Funds for Additional Protection of 


Policyholders 





From 1935 Report of 
President Price— 


$5,981,892 were paid to policyhold- 
ers and beneficiaries in 1935. 


More than eighty-seven million dol- 
lars have been paid to policyholders 
and beneficiaries since organization 
in 1907. 


* * * 


We continue our unbroken record 
of payment of 5% interest on funds 
held in trust for policyholders and 
beneficiaries. As long as we con- 
tinue to make investments produc- 
ing such satisfactory interest yield 
we feel that our policyholders and 
beneficiaries are entitled to this rate 
on funds left with the Company. 


* * * 


New life insurance sales totaled 
$49,524,700, an increase of 6% over 
1934. 





Insurance in force increased more 
than fifteen million dollars, the total 
amount in force now standing at 
$329,837,624. . 


The Jefferson Standard is in the 
strongest financial position in its 
history. 

* * * 
contingency and _ special 


Surplus, ‘ 
increased to 


reserve funds were 
$4,325,000. 
*x* * * 


Assets increased over $4,300,000 in 
1935. renee 


Assets now totaling $62,206,099 have 
doubled in the past ten years, and 
are larger than at any time in the 
history of the Company. 
* * * 
We are continuing to make satis- 
factory investments in high class 
mortgage loans and in select bonds. 
a 
Liquid resources are ample. 


A. R. PERKINS, Agency Manager 


efferson Standard 


Life Insurance Company 


JULIAN PRICE, President 
GREENSBORO, NORTH CAROLINA 
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Multiple Prize Winner 





E. F. GOODRICH 


One of the features of the annual con- 
vention of the Bankers Life of Ne- 
braska in Lincoln was the _ presen- 
tation of prizes by President H. S. Wil- 
son. The picture above shows Presi- 
dent Wilson presenting prizes to E. F. 
Goodrich, general agent at Topeka. Mr. 
Goodrich has been a member of the 
consecutive weekly production club for 
over 10 years. His average yearly pro- 
duction over that period has been more 
than $300,000. In 1933, ’34 and ’35, his 
agency led all others in issued business. 
He was presented with four prizes, in- 
cluding an agency plaque. 

On the first day, special sessions were 
held for the 50 general agents in at- 
tendgnce. On the second day the per- 
sonal producers participated in the pro- 
ceedings. President Wilson opened the 
session with a review of the 1935 rec- 
ord. He referred to the fact that good 
gains were recorded in insurance in 
force, issued business and assets. Pol- 
icy loans were lower and lapses and 





H. S. WILSON 


surrenders to mean insurance were 6,93 
percent—2 percent lower. Government 
bond holdings were increased materi- 
ally. Actual mortality for the last 10 
years has been only 40 percent of ex- 
pected. 

W. C. Butler of Chicago presided at 
the afternoon session. The principal 
banquet speaker was General Counsel 
C. P. Peterson. 

Agency Manager Ivan Devoe was gen- 
eral chairman and announced plans for 
the 50th anniversary convention in June, 
1937. 

General Agent J. W. Lawrence of 
Kansas City, Mo., was awarded the per- 
sonal production prize, while General 
Agent V. A. Marshall of Fairbury, Neb. 
led the consecutively weekly producers 
with 625 weeks to his credit. 

Mr. Goodrich was high among all 
agencies for 1935. He was presented 
with four prizes, including an agency 
plaque. His weekly production record was 
maintained through the depression. 








Federal Reserve Chairman 


to Address Financial Body 


A subject which dominates all others 
in the life insurance business today, 
“Interest Rates in the Future,” will be 
discussed by Eugene M. Stevens, chair- 
man of the Federal Reserve Bank of 
Chicago, at the midwinter meeting of 
the Financial Section of the American 
Life Convention in Chicago, Feb. 17. 

The midwinter meeting will open at 
10 a. m., in the Palmer House. Chair- 
man Harry V. Wade, assistant to the 
president of the United Mutual Life of 
Indianapolis, announces that in addi- 
tion to the program details previously 
given, Paul Fisher, treasurer of the In- 
dianapolis Life, will be a speaker. His 
company, with several others, maintains 
an exchange of information on securi- 
ties, this activity having excited a great 
deal of interest and discussion among 
members of the Financial Section. In 
his address, he will for the first time 
give information on methods and scope 
of operation of this exchange. 


Two New Bills in N. Y. 


ALBANY, Feb. 13.—A departmental 
bill has been introduced in the New 
York legislature amending the law 
making provision against loans to di- 
rectors and officers of insurance com- 
panies apply also to trustees and also 
apply to property of an affiliate com- 
pany; also prohibiting contracts with 
any salaried officers, director, trustee 
or employe or any co-partnerships or 
corporation in which they own stock, 
agreeing to pay any commission or 
emolument for acquisition of business, 
and making other provisions relative 
thereto. 

Another bill provides the superin- 
tendent “may” instead of “shall” refuse 





Soforenko Leads “Nylic” in 
1935; Other Stars Are Cited 


Samuel Soforenko of the Rhode Island 
branch at Providence led all the New 
York Life agents last year, thus being 
elevated to chairman of the Top Club 
board. He paid for $1,186,300. Fred A. 
Hammerquist of Rapid City, S. D., op- 
erating out of the Sioux City, Ia, 
branch, led the field force in number of 
applications last year with 322%. He 
has won this distinction many times in 
the past. 


Other Volume Leaders 


Other volume leaders in order were: 
Benjamin Leven, Los Angeles branch; 
I. S. Kibrick, Brockton, Mass., New 
England branch; Irvin Bendiner, Phila- 
delphia clearing house branch; H. P. 
Trosper, Detroit ‘branch; Abraham 
Melnek, Madison Square branch New 
York City; S. S. Landau, Manhattan 
branch, New York City; H. P. Karls- 
ruher, Metropolitan branch, New Haven: 
Alexander Dumas, Seaboard branch, 
New York City, and L. K. Sims, Los 
Angeles branch. Mr. Sims also was No. 
2 in number of applications. 


Pearce Young Properly Located 


In reporting the fact that the Pearce 

. Young agency of the Union Central 
Life in 1935 exceeded its 1934 paid for 
business, the agency was referred to 4s 
being located in Indianapolis. This was 
an error, since Mr. Young has been in 
charge of the St. Louis agency since 
Aug. 1, 1934. 








admission to any foreign company or to 
renew certificate unless assets are sub- 
stantially of same general character 
that companies of New York are per 
mitted to hold. 
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Social Security Feature 
of Life Insurance Noted 


— 

Life insurance is the greatest coopera- 
tive in the world, Charles Sawyer of 
Cincinnati, former lieutenant-governor 
of Ohio and a director of the Union 
Central Life, deckared in his talk at the 
annual sales congress of the Cincinnati 
Life Underwriters Association. He has 
been closely associated with the invest- 
ment end of life insurance for a num- 
ber of years. " ; . 

“If there is any business in this coun- 
try which can be said to belong to the 
American people, it is the business of 
life insurance,” he said. “No coopera- 
tive movement in the history of the 
world has attained the proportions or 
success of life insurance in America. 


Two Features Outstanding 








“It is interesting to note when dealing 
with life insurance as a cooperative 
movement, two of its features which 
certainly make an outstanding contribu- 
tion to social security. Of course, the 
very purpose of life insurance is to at- 
tain security but the development of the 
‘monthly income’ policy settlement has 
done much to add to the security of 
widows and children and to postpone or 
prevent their want and privation. 

“There has been some attention paid 
of late to the development of credit 
unions. These organizations are the 
outgrowth of an effort to make small 
loans available at a reasonable rate of 
interest. No one but depositors may 
borrow. All of the credit unions com- 
bined present nothing like the facilities 
of life insurance. The borrowing power 
of the policyholder has been one of the 
great blessings of life insurance and 
the interest rate never exceeds 6 percent. 


Greatest Business in World 


“We have here a business which di- 
rectly affects one hundred million peo- 
ple. There has never been any business 
_ world approaching this in magni- 
tude.” 

Mr. Sawyer noted the $23,200,000,000 
assets of American legal reserve life 
companies, then asked and answered the 
question, “What would be the effect if 
these assets should be wiped out or this 
great institution be eliminated from our 
economic and social life?” 

“The effect, he said, “would be a dis- 
aster which passes the imagination. The 
wiping out of this great investment 
would mean social and economic chaos. 


Bolstered Economic Structure 


“There have been some moments in 
our recent history when our whole eco- 
nomic structure rested upon the founda- 
tion of life insurance. Millions of men 
and women during this great depression 
have found their life insurance to be 
their only salvation. There were days 
during the banking crisis early in 1932 
when the insurance companies of this 
country did the banking business of the 
American people. Not merely millions 
of individuals, but hundreds of thousands 
of businesses—large and small—survived 
those dark days because they were able 
to turn for help and get help from the 
life insurance companies of America.” 


Loses Disability Case 

Decision of the Fairfield, S. C., cir- 
cult court awarding $2,000 judgment to 
Leslie Thompson in suit against the 
Equitable Life of New York on a total 
and permanent disability clause for loss 
of an eye while employed in a mill was 
affirmed by the South Carolina supreme 
court. The company claimed he was 
not so wholly disabled by bodily in- 
juries or disease as to be wholly and 
Permanently prevented for life from 
Performing any and all gainful occupa- 
tions, as stipulated in the clause. The 


supreme court opinion found the evi- | 
dence tended to establish Thompson’s | 


material allegations and he was totally 
and permanently disabled in the sense 
contemplated by the contract as con- 
Strued by the South Carolina courts. 












_ FIGURES FROM DECEMBER 31, 1935 STATEMENTS 





Total Change in New Bus. 
Assets Assets Surplus 1935 
$ $ $** $ 

American Central Life.. 18,591,563 +17,901 632,117 28,590,885 
American Life ......... 16,716,919 —856,004 1,000,000 6,324,199 
Bankers Life, Ia........ 193,486,048 +11,100,391 *%8,514,294 56,704,354 
Canada Life ....: cece. 248,703,576 +6,637,117 10,271,925 54,913,229 
Connecticut General ...188,912,856 +17,602,480 8,028,893 138,415,609 
Fidelity Mut. .....0.... 106,647,673 +5,062,253 6,013,449 27,444,348 
Great American, Tex.... 1,647,072 + 414,732 900,628 9,016,972 
Great Northwest Life... 550,270 +110,572 181,842 2,615,205 
Manhattan Mut. Life... 1,014,019 +51,090 90,033 820,024 
Midland Mut., O....... 23,811,250 + 1,471,109 2,009,569 10,593,469 
Nat’l Fidelity ......... 5,396,493 + 75,675 302,482 2,253,034 
National Thrift ......,. 435,470 + 89,000 50,100 250,000 
Northwest’n Mut. Life.1,071,991,955 +53,607,917 $48,497,542 255,452,419 
Pacific National Life.... 1,417,112 + 102,358 888,685 1,928,750 
Penn Mutual .......... 600,747,015 + 44,105,413 27,439,924 168,911,861 
Provident Mut. ........298,516,608 +14,171,866 19,681,589 78,591,872 
Southwestern Life ..... 47,444,470 + 3,006,032 6,960,443 63,894,896 
Stonewall Life ......... 270,061 + 32,355 136,214 615,528 
Union Nal’t Neb........ * 242,754 + 60,043 133,696 1,852,405 
Wisconsin Nat’l ........ 7,496,750 + 369,857 1,235,227 4,823,628 
Yeomen Mut, Life...... 24,459,063 + 486,725 1,520,104 5,376,218 








Change Prem. 
Dec. 31, 1935 In Force 1935 
$ $ $ 

161,421,011 +843,199 3,259,801 
66,312,355 —1,701,986 1,646,348 
723,166,443 —11,684,699 27,127,281 
815,232,658 —13,079,560 28,667,706 
1,006,653,262 +20,791,558 35,051,604 
356,720,129 —5,085,001 14,136,156 
18,274,508 + 4,094,980 462,449 
9,521,713 +1,236,472 229,164 
5,096,400 —12,200 142,094 
103,358,617 +1,788,399 3,503,442 
29,178,084 —2,691,916 802,723 
1,187,000 + 241,000 150,072 
3,705,020,135 + 492,487 139,765,629 
7,853,877 + 148,284 212,279 
1,839,599,194 —T7,513,309 86,188,432 
934,936,814 +169,986 34,964,312 
288,044,732 +14,559,523 7,762,464 
2,304,378 +199,194 50,832 
3,806,242 + 999,000 116,942 
36,069,179 + 794,291 926,637 
96,945,077 —3,722,308 3,435,496 


*Reserve for security fluctuations and other contingencies of $3,000,000 not included. 


+Contingency Reserve $750,000. 


tReserve for contingencies—such as asset depreciation, mortality fluctuation, 


etc.—or 


Total Benefits 
Income Paid 
$ 
4,730,924 2,483,387 
2,661,955 1,811,136 
39,303,117 19,726,872 
43,390,385 26,382,110 
48,965,546 20,750,578 
21,308,115 10,974,096 
622,700 148,279 
268,812 52,881 
199,217 69,846 
5,145,363 2,189,475 
1,332,006 585,255 
184,180 38,765 


215,617,947 118,483,054 


320,938 62,385 
129,313,166 59,903,813 
54,678,926 28,600,802 
10,874,277 4,645,003 
62,614 7,090 
128,916 2,088 
1,267,846 492,026 
4,765,926 2,598,656 


“unassigned funds.”’ 


Total 
Disb. 

a 
4,779,941 
3,420,853 

27,602,879 
36,432,618 
32,172,576 
16,208,092 
441,988 
163,471 
144,863 
3,643,279 
1,047,725 
101,130 
152,470,122 
254,311 
88,866,324 
40,215,144 
7,737,264 
41,263 
76,347 
872,712 
4,511,616 

















the Provident Mutual. 





ASSETS increased during 1935 from $284,345,000 to $298,517,000. 
NEW PAID INSURANCE amounted to $78,863,000, a gain of 4% over the corresponding figure for 1934. 
INSURANCE IN FORCE increased slightly to $934,937,000, marking the first gain in outstanding 
insurance recorded since 1931. 
PAYMENTS TO POLICYHOLDERS during the year amounted to $28,601,000. Such payments since 
organization in 1865 now total $542,300,000. 
THE COMPANY enters a new year with satisfaction in its contribution to the security of its many 
thousands of policyholders, and with gratification in its progress during the year just past. 


THE PROVIDENT MUTUAL IN 1935 
7ist ANNUAL STATEMENT 


THE IMPROVEMENT in general business conditions during 1935 has been reflected in the business of 


M. A. LINTON, President 





Net Premiums, etc. . 





ASSETS 
Cash . . « « © © © © © © $10,107,874.94 
U.S. Government Securities 37,152,480.00 
Bonds ... «ee. 95,481,201.00 
Mortgages on RealEstate . 73,273,779.23 
Stocks . ..«ccececece 2,978,225.00 

Loans on Policies of the 
Company . . « « « « « 49,723,694.33 
Real Estate . . . « « « « 19,763,694.42 
Accrued Interest . . . « « 3,653,753.21 
Overdue Interest. . 2 « « 950,127.06 


Deferred and Uncollected 


5,431,779.26 





The Total Assets Are . . $298,516,608.45 


4 





Reserves for Policies and 


Dividends Left With the 
Company . eoeeee 
Dividends Set Aside for Dis- 
tribution 
Premiums Paid in Advance 
Policy Claims . . « « « « 
Estimated Taxes Accrued, 
Payable in 1936 .. . 
Miscellaneous Liabilities . 
Special Contingency Reserve 
General Contingency Reserves 
For Asset Fluctuations . 
For Mortality and Dis- 
ability Fluctuations . . 


LIABILITIES 


Supplementary Contracts $264,719,251.82 


3,524,007.95 
5,025,000.00 
3,818,138.32 
756,484.16 
790,680.00 


201,457.21 
405,761.21 


8,871,563.00 
10,404,264.78 








TOTAL, Equaling Assets $298,516,608.45 
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AND THOUGHTS FOR THE FUTURE 


Roses AND Drums, Union Central Life’s famous radio pro- 
gram that goes out over the airwaves every Sunday after- 


noon, recreates the hopes and fears of the American family 
back in the 1860's. 


Between the acts, Daniel Stark’s true-to-life stories about 
the Multiple Protection Plan make fathers think of the 
future and of what it holds for their own families. 


> 


Roses and Drums sets the stage—shows the uncertainty 
of life . . . Daniel Stark offers a modern, practical solution. 
That’s why Union Central Agents find the going easier. 
Their prospects know about the Multiple Protection Plan 
and want to talk actual figures. 


And that’s one reason Union Central Agents have paid 
for 15.27% more life insurance during the first 11 months 
of 1935 than in the same period of 1934. 45.84% of this 
life insurance was Multiple Protection. 


The 
UNION CENTRAL 


Life Insurance Company 


CINCI NNATI 


Inspiring Talks Feature 
Chicago Women’s Gathering 





MRS. ELEANOR SKILLEN’S VIEW 





New Division, First in Country, Holds 
Little Sales Congress Each 
Month 


Chicago women life agents, who some 
months ago formed the first women’s 
division of a life association in the 
United States, by their monthly meet- 
ings are demonstrating a broad grasp 
of the business, both from its practical 
and inspirational sides, that shows 
clearly they need ask no handicap in 
their competition with men _ agents. 
Each monthly meeting is a miniature 
sales congress. Mrs. Eleanor Skillen of 
the Patterson agency, Penn Mutual, 
leading woman agent there with a large 
volume, who for many years has been 
one of the outstanding feminine solici- 
tors of life insurance in Chicago, gave 
an inspiring address on “Bestirring Our- 
selves” at the February meeting of the 
women’s division. 


Terms Ideas All-important 


Ideas are everything in life insurance 
selling, she said. She told how the 
chance reading of an article about E. 
H. Harriman, railroad magnate, resulted 
in so much business for her that she 
“shuddered to think how much business 
I would have lost if I had not read the 
story.” This story related how Harri- 
man made his own opportunities. On 
the strength of it, Mrs. Skillen sold a 
large volume of personal, business and 
salary savings insurance in a large busi- 
ness concern. 

“The things we put are the things 
we take,’ she said. “I heard a little 
poem read over the radio not long ago 
about ‘Put ’n Take.’ Not many agents, 
perhaps, would have seen life insurance 
significance in it.” 

Moral from Parachute Jump 


She told of the life of a parachute in- 
structor, whose creed was that he or 
his pupils, once embarking for a para- 
chute jump never should return by air- 
plane. He told his pupils they could 
at be pulled off, or, finally, be booted 
re) 


“In life insurane~ this principle is as 
true,” Mrs. Skillen said. “An agent can 
go out and see the people and try to 
sell them, or he can wait until he must 
sell some busin*-- to live, or the agent 
can be pushed out of the organization. 
One of the three courses is inevitable.” 


Speaks on Record Systems 


Miss Pearl Power, New York Life, 
spoke for the maintenance of compre- 
hensive records by agents. She said 
her company could ascertain the full 
status on any item from her records. 
Too few agents realize what they owe 
their companies as qualified agents, she 
said. Emphasis is almost entirely on 
selling. Someday, she predicted, agents 
will be trained all-round to conduct 
their business. Lopsided development 
results in a price being paid somewhere 
along the line, either by company, pub- 
lic or agent. 

Miss Lena Smith, former star woman 
saleswoman of the Illinois Life, now 
connected with the Northwestern Na- 
tional Life in Chicago, told how to “Get 
Going.” She said three essentials are 
to feel right spiritually and physically, 
and to have the right mental attitude. 
If the agent is out of kilter in one or 
more of these items, the prospect knows 
something is wrong and may react un- 
favorably. The agent should take his 
business seriously, but not take himself 
too seriously. She cited Harry T. 
Wright, millionaire producer of the 
Equitable of New York in Chicago, who 
makes a game of his profession. 

Miss Ellen Babcock of the Massachu- 
setts Mutual also was on the program. 
Mrs. Hattie Peterson, chairwoman 





women’s division of the Champaign as- 





paign, attended and spoke briefly. Mr 
Edna Kauffman, Stumes & Loeb, Penn 
Mutual, chairman, presided. Miss Joy 
Luidens, executive secretary Chicago as. 
sociation, told of program plans, 


Had Congress at Baltimore 














Maryland and District of Columbi, 
Joined Hands in the Function 
This Year 












Of all businesses, large or small, that 
of life insurance has come through the 
trials of the last few years with the 
cleanest hands, life men were told by ( 
G.. Merriam, Reconstruction Finance 
Corporation director. Addressing the 
annual Maryland and District of Colum. 
bia life insurance congress Mr. Merriam 
predicated this opinion on loans made 
by the RFC. During the last three 
years, he said, the RFC has lent be. 
tween six and seven billion dollars, and 
of this total only $3,000,000 has been 
borrowed by all the life companies, 

Mr. Merriam said he thought this was 
remarkable because there is $100,000, 
000,000 worth of life insurance outstand- 
ing in the country. 

“Some time ago I had a letter from 
a friend,” Mr. Merriam said, “asking me 
if a certain number of companies had 
borrowed money from the RFC. I 
wrote him in reply that none of them 
had. But, I added, the government may 
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want to borrow money from them.” Lim 
Others on Program Annua 
F. B. Addison, president of the Bal- at 
timore association opened the congress, J mila 
and called on F. L. Wells, to act as Bi rctirer 
the presiding chairman. Speakers in ad- J aonuit 
dition to Mr. Merriam were: 39.500 
George E. Harris, of Washington, D. Her 
C. on “Strike While the Iron Is Hot’; § nium 
A. E. Patterson, Chicago, vice-president J contir 
of the National Association of Life Un- J paym 
derwriters; L. T. Crosby, Baltimore; 0. & quirec 
J. Keller, of Frederick, Md. and F. G. on e: 
Miller, of Baltimore. premi 
Speakers at the afternoon session, J ing ci 
which was presided over by Paul H. 
Primm, were J. D. Wright of Baltimore — = 
on “Taxation in Relation to Life Insur- 
ance,” and R. N. Waddell, former foot- 
ball coach at Carnegie Tech, whose sub- = 
ject was “Fighting Through.” W. K. 
Magruder presided over an open forum Bai 
which concluded the session. had 
cbs ors . force. 
Sees Improvement in the Un 
MacArthur Administration ap 
—— ' total 
The Illinois department has issued its 7 pe 
report of the examination of the Bank- busin 
ers Life & Casualty, 5627 North Central Na 
avenue, Chicago, it being an assessment ness 
life company. The examination was as ary a 
of Nov. 1. It has assets $5,198 and sut- The 
plus $257. It has 199 policyholders. ness, 
This, the department says, is not a sull- $645, 
cient number to meet organization re Pr 
quirements. John MacArthur is now incre 
the main factor in the company, the 43.9 
change having been made last July. The in fo 
office is located in the offices of the wa 3 
Marquette Life, Mr. MacArthur being perce 
manager of that company. During the 082 
four months that the Bankers Life fault 
Casualty have been under the manage- No 
ment of Mr. MacArthur, the report est 1 
says, its affairs have been very econom: grou 
ically conducted. It is not being charged = 
for rent and no salaries are paid. Orig- peal 
inally the business was very poorly um tops 
derwritten. 31, 1 
Receivership was Dismissed a 
The company was formerly located at reco 
Springfield, Ill., but on May 13, 1932, pe 
its charter was amended and it moved tota 
to Chicago. On June 14 last, receiver- str 
ship proceedings were filed by the at- 1934 
torney general at the request of the im bett 
surance department,: but this suit was H 
dismissed July 2, when the management tual 
was changed. Mr. MacArthur is vice- Me 
president. It only operates in [ilinots. on 
Its income for the 10 months was $9,233 pro 
and the disbursements $6,739. It has 3251 
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$133,200 insurance in force. 
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Pacific Mutual Makes Sz 
Rule Changes As of Feb. 15 





Changed rules relating to certain 
(orms are announced by the Pacific Mu- 
yal, partly due to downward trend of 
interest rates. The. changes are with 
, view of deemphasizing their investment 
features. Limits on single premium 
contracts, effective Feb. 15, are: Life, 
$0,000 premiums; endowments (all pe- 
ods) $25,000; annuities (life, cash re- 
nd and joint and survivor) $25,000. 
Aggregate of all forms is $50,000 pre- 
nium, including single premiums on 
policies in force. ; 

Limits for annual premium endow- 
ments, effective Feb. 15, are: Maximum 
on annual premium endowments, in- 
cuding such insurance in force, $5,000 
anual premium, non-participating plan. 
In applying this rule, the company will 
permit issuance of $1,000 or $2,000 
greater to round out an even amount. 
To arrive at the limit for participating 
insurance, the amount that could be pur- 
chased on the non-participating plan 
will first be determined, the premiums 
for such amount to be charged on the 
participating rate. These maximum lim- 
its are subject to limits in the rate book. 
This rule is unimportant except where 
the amount contemplated, with insurance 
of this type in force exceeds $50,000. 


Retirement Annuity Limits 


Limits for retirement annuities are: 
Annual premiums maximum amount 
acepted, regardless of age at issue and 
including annual premim policies of a 
similar nature (that is, life income bonds. 
retirement income bonds and retirement 
annuities) already in force, amount 
$2,500 annual premium will purchase. 

Hereafter, a new plan on advance pre- 
miums will be in effect. Instead of dis- 
continuing premiums paid in advance, 
payment of the full premium will be re- 
quired and interest thereon will be paid 
on each policy anniversary. Advance 
premiums will be accepted on the follow- 
ing conditions: Full amount of premium 


RECORDS 


Bankers National Life — Increased 
new business last year 33 percent and 
ra a substantial gain in insurance in 
orce, 


Union Mutual Life, Portland, Me— 
January was one of the best months 
the company has had in many years, the 
total applied for increasing $730,000 or 
97 percent over January, 1935. Paid for 
business increased 82 percent. 


National Life of Vermont—lIts busi- 
ness in January exceeded that of Janu- 
aty a year ago by more than 20 percent. 

€ increase is $1,273,541 in issued busi- 
ness, The business in force increased 
$645,118, 


_ Provident Life, Bismarck, N. D.—Its 
mcrease in new business last year was 
43.9 percent and its increase in business 
In force $1,009,212. The mortality ratio 
wa 35.9 percent and the lapse ratio 12.5 
percent. In its bond account of $1,257,- 
082 there is not a single issue in de- 
fault. 

Northwestern National Life—The larg- 
st Volume of new business, exclusive of 
sroup, ever received in one day poured 
into the home. office Feb. 3. A total of 
102 applications amounting to $1,400,835 
Were entered on that day. This figure 
‘ops the best previous single day, May 
i? 1929, by 34 percent in volume, but is 

apps. short of the record application 
pe of 413 hung up June 30, 1930. This 
heehee breaking day came right on the 
an of a record-breaking January pro- 
“uction in which new ordinary volume 
iri $6,890,779. This figure out- 
‘nee the old January mark, set in 
eth by 53 percent and was 74 percent 
vetter than last January’s volume. 
tage E. Beckman, general agent Mu- 
po Tust Life, Rockford, I11.—Just 

“aoe 48th consecutive month in 
minim y Standard Club” which has 
prod um requirement $10,000 new paid 

uction. He paid for an average of 











250,000 a year during the period while |’ 


at the same time building an agency. 


(without discount) will be required. On 
each policy anniversary, interest at rate 
determined by company will be paid; at 
the close of each calendar year rate to 
be allowed in the succeeding year will 
be announced. The company reserves 
the right to change interest rate or 
eliminate interest altogether. Any ad- 
vance premium withdrawn other than as 
result of death of insured will receive in- 
terest from previous anniversary at 1 
percent less than otherwise. 

Total amount of advance premiums 
outstanding at one time on contracts 
of a policyholder, if on endowments 
running for 15 years or less, or on any 
retirement annuity (regardless of period 
to run) shall not exceed $5,000. On 
other forms, life contracts and endow- 
ments running for more than 15 years, 
limit not to exceed $10,000. Aggregate 
limit for all forms of life and endow- 
ment contracts $10,000. No more than 
five advance premiums on endowments 
of 15 years or less or on any retirement 
annuity, and no more than ten advance 
premiums on other contracts will be per- 
mitted to be outstanding regardless of 
amount. 

The rate of interest allowed Feb. 15, 
to December 31, will be 3 percent. 

Rates on single premium annuities 
are changed effective Feb. 10, applicable 
to life, cash refund and joint and sur- 
vivor. 








Made President 














GORDON 


JOHN J. 


John J. Gordon, general agent, Home 
Life of New York in New York City, 
has been elected president of the Home 
Life’s General Agents’ Association. He 
was formerly Chicago manager. 





Asks Colorado Charter of 
Benefit Association Voided 


DENVER, Feb. 13-—The revised 
non-profit corporation law which be- 
came effective in 1933 has been invoked 
here in an attempt by the state to force 
forfeiture of the charter of the Union 
Benefit Association. 

In a petition filed in district court by 
Attorney General Paul Prosser and his 
assistant, J. Glenn Donaldson, the state 
asks permission to intervene in the re- 
ceivership of this association and obtain 
an order instructing the receiver to show 
reason why the affairs of the company 
should not be closed and the charter re- 
voked. Since the dues and other income 
are only sufficient to pay current re- 
ceivership expenses and there is no 
money available to pay death claims due 
before the appointment of the receiver, 
there is no object of continuance, the 
petition states. It also points out that 
since such corporations are actually 
profit corporations in the insurance 
business, they have no right to operate 
under the non-profit la swand since June, 
1933, the secretary of state has refused 
to issue charters to such concerns. 





Pre-approach material, posters, stick- 
ers, etc., etc., are being especially pre- 
pared for “A. & H. Week”—April 20-25. 
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GRATIFYING? 


$197,860,000! 


REASONS ? 


December, 1935, took rank as one of our four leading months 
for business since the organization of the company in 1880. 
And, new business for 1935 was 20% above that for 1934... 
insurance in force increased $6,000,000, or slightly over 3% 
. . « insurance in force as of December 31, 1935, totaled 


A liberal General Agency Contract. 
Financing Plan for Agency with Accounting Methods that 


Guide You Successfully. 


A Detailed Plan for Finding—Training—Financing Men. 


A Unique Supervisory System. 


Tested Sales Helps and Organized Selling Plan. 
A Policy for Every Purpose—Juvenile, Women, Group, 


Wholesale, Etc. 


A Substantial 50-Year-Old Mutual Company with an under- 
standing, Co-operative Home Office—Not too big to 
Know You. Yet Big Enough to Command Respect Every- 


where. 
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Florida Sales Congress to 
Be Held at Miami March 20 


The fellowing speakers will address 
the annual sales congress of the Florida 
State Life Underwriters to be held at 
Miama, March 20: Lester O. Schriver, 
Peoria, Ill, president National associa- 
tion; C. C. Day, general agent Pacific 
Mutual, Oklahoma City; E. C. Sparver, 
director of agencies Reliance Life; Dix 
Teachenor, million dollar producer Kan- 
sas City Life, Kansas City; George 
Harris, superintendent field service 
bureau, Sun Life of Canada; Hon. C. D. 
Landis, attorney general of Florida, Tal- 
lahassee; Dr. Ralph Williams, lecturer, 
Miami; Robert Pleus, former assistant 
attorney general, Orlando; E. N. Up- 
shaw, assistant manager Prudential, 
Orlando. 

Frank P. Dearing, Jacksonville, presi- 
dent state association, will preside. 
Dewey R. Mason, general agent Aetna 
Life, with the new association president, 
will be the banquet speakers. A. R. 
Cassidy, local chairman for the Miami 
sessions, will preside at the luncheon. 

* * x 

Jackonville, Fla,—At the last meeting 
LeRoy Johnson, Sun Life, stressed the 
increased opportunities for business in 
the bettered economic conditions. Other 
speakers were: A. B. Rossborough, Jef- 
ferson Standard; F. P. Dearing, Mutual 
Life of New York, and Dewey Mason, 
Aetna Life. Mr. Dearing is president of 
the state association. 

* Ok x 

Montgomery, Ala.—E. P. Andrews, Pro- 
tective Life, has been elected president; 
E. G. Branch, Jr., Penn Mutual, vice- 
president; C. H. Mosley, Acacia Mutual, 
secretary-treasurer. The program com- 
mittee consists of C. A. Hopkins, Jack 
Barker, E. J. Meyer, A. M. McFall and 
E. C. Dunlap. The first objective will be 








to bring full time life men in tthe or- 
ganization and the next will be the 
elimination from the field of local part 
time men. 
kA ok 
Ft. Wayne, Ind.—Agents from Indiana, 
Michigan and Ohio have been invited to 
attend a sales congress to be held here 
March 14. Commissioner McClain of In- 
diana and Lynn S. Broaddus, Chicago 
general agent Acacia Mutual, will speak. 
ak oe ok 


St. Paul, Minn.—A ‘“Save-a-Life” cam- 
paign has been launched under the lead- 
ership of Major J. L. Lewis as chairman. 
The campaign provides for distribution of 
safety literature and posters, the show- 
ing of safety films in schools and before 
service clubs, radio talks and safety pro- 
motion contests. 

* * * 

Des Moines—E. B. Thurman of Chi- 
cago, general agent New England Mu- 
tual, will talk Saturday on “Some Life 
Insurance Men I Have Known—Tired, 
Retired, Tiresome and Tireless.” 

Massachusetts—At the postponed an- 
nual meeting the following officers were 
elected: President, Roswell C. Lamb, 
general agent Monarch Life at Spring- 
field, and president Springfield associa- 
tion; vice president, Walter Woodruff of 
Fitchburg, president of the Massachu- 
setts association; secretary-treasurer, 
John M. Hughes, reelected. 

ee ieee 

Northern New Jersey—The big field in 
business insurance at the present time is 
the small modern ‘sized firm, Abe Kol- 
lenberg of Grand Rapids, Mich., said at 
the luncheon meeting in Newark. He 
also pointed out the importance of so- 
liciting the individual proprietor. The 
second selling seminar will take place 
Feb. 21 with W. M. Sinclair and J. V. 
Talbot as speakers. 

ok ok 


Waco, Tex.—Only about 10 percent of 
insurance agents are succeeding in their 
work, J. L. Lawrence of San Antonio, 
associate state general agent Lincoln 











days? 


ing tools. 





What Would You Say? 


F you were in a retail business, what mark- 
up would you make on your stock in these 
With what profit would you be con- 
tent? Contrast it with this: 


Fidelity agents are exacting a profit of more 
than 700 percent from their investment in Fi- 
delity’s direct mail lead service—a return hard 
to match in any business. 
cents laid down for circularizing, the average 
Fidelity agent receives a PROFIT of one dol- 
lar in first year commissions. 


To match its lead service Fidelity offers a 
direct mail pre-approach service which is also 
singularly resultful. Agents go in behind this 
direct mail with a complete kit of modern sell- 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


in pany MUTUAL LIFE 


For every thirteen 








National Life, told members. He dis- 
cussed four phases of work—organiza-~ 
tion, prospecting, the approach, and the 
close—on which he said the agent needs 
to concentrate to succeed. Safety stick- 
ers for automobiles were distributed, and 
the question of ordering more stickers 
to be distributed in Waco was discussed. 
* * * 

Pontiac, Mich.—Members heard Dr. 
Louis A. Warren, director Lincoln Na- 
tional Life foundation of Fort Wayne, 
Ind., who recounted little-known epi- 
sodes in Lincoln’s life which have been 
uncovered through research work of the 
foundation. 

* kK * 

Davenport, Ia.—C. A. Lay led discus- 
sion on the social security act. S. W. 
Sanford, president, and A. W. Van 
Houten, head of the legislative commit- 
tee, reported on the state association 
meeting in Des Moines. DeLoss Walker, 
assistant editor of “Liberty,” will ad- 
dress the association Feb. 26. He was 
forced to postpone a previous engage- 
ment when snowbound in Peoria, III. 

* * * 

North Dakota—Harry Lashkowitz, as- 
sistant United States district attorney, 
spoke on the social security law and its 
effect upon he public and insurance fra- 
ternity. 


Life Men Protest 
Article by Lawyer 


(CONTINUED FROM PAGE 1) 


ture, and his statement that “most of 
the agents will probably want to sell 
endowment insurance,” Mr. Weiss ad- 
mitted that he had supposed when he 
wrote the article that a great deal more 
endowment insurance is sold than he has 
since found to be the case. He said 
also that his statement that, “this type 
is the one most profitable for the agent; 
his compensation is a percentage of the 
annual insurance premium, and the an- 
nual insurance premium is highest in 
connection with endowment insurace,” 
he was assumig that in making a com- 
parison a similar face amount of insur- 
ance would be used. 

Some of those who have written to 
him have pointed out that if a given 
amount of premium is compared with a 
like amount of premium on ordinary life, 
for example, the agent will make less on 
the sale of the endowment policy, since 
the commission percentage is less on the 
endowment forms. 





President Buckner Presents 
Some Interesting Figures 





(CONTINUED FROM PAGE 1) 


lower interest returns than securities 
less liquid. He said that the right to 
borrow on a life policy is a privilege, 
which in the interest of both beneficiary 
and insured, should be availed of only 
when necessity requires and no other 
recourse exists. The right to borrow is 
an incidental feature of a life policy, he 
declared. No outsider, whether cor- 
poration, bank or individual should 
interfere with any part of the contract 
as many privileges and benefits ccnsti- 
tute a contract solely between company 
and assured. 


‘Brown Named Deputy 


FRANKFORT, KY., Feb. 13.— 
Charles I. Brown, Frankfort, has been 
appointed deputy insurance commis- 
sioner by Governor Chandler. Mr. 
Brown, who has been with the insur- 
ance department several years, acted as 
insurance commissioner under Governor 
Chandler until the appointment of J. 
Dan Talbott as commissioner. 


E. H. Gustine on the Board 


At the annual meeting of the National 
Fidelity Life of Kansas City, 

Gustine, general agent at Sioux City, Ia., 
was elected a director. He has been as- 
sociated with the company for 18 years 
during which time he has been a lead- 
ing producer. W. Ralph Jones, presi- 
dent and actuary, and his associate offi- 














Home Life Ranks 
Agents on Qualit 





(CONTINUED FROM PAGE }) 


his announcement. “Business that laps 
in its early years is not profitable , 
anyone. It is costly to the policyhol¢., 
because it is costly to him it often by 
ill-will in a place where good-wijj ; 
essential. Certainly this is contrary , 
the best interests of the field repre; 
tatives. 


Lapse Is Unprofitable for Al 


“It is not profitable to the compa 
because the life blood of any compay 
is business that renews. Finally, it 
not profitable to the soliciting age; 
since a large part of his potential prof 
is tied up in renewal commissions apj 
he does not get renewal commissioy 
unless the business renews. 

“The net result of introducing ti 
quality factor will be to keep the ager 
with a fair lapse rate in the same pos, 
tion in which he now is; to enable the 
agent with a good lapse rate to mak 
the President's Club with a small 
amount of first-year premiums, and td 
make additional requirements in the ca: 
of the agent with a poor lapse rate.” 


Renewable Booklets Given 


To aid its agents in keeping clos 
track of the business they need to get 
to keep their personal budgets balanced, 
the company has distributed to its 
agents leather wallets with renewable 
booklets, each booklet covering on 
month. Each page is a day’s record ani 
this 1s torn out at the end of each day 
and turned in to the general agent. In 
the front of the booklet is space for 
amount of income needed during the 
month (previously agreed upon aiter 
conference with the general agent); for 
deferred business on which a quarterly 
or semi-annual premium will be coming 
due during the month; for pending busi- 
ness; and for renewal business. The 
total of these commissions subtracted 
from the income needed for the month 
gives the balance which must be ob- 
tained in new commissions. The back 
of the booklet contains spaces for pros- 
pect’s names and for appointments tor 
future months, also a page with spaces 
for summaries of each day’s results. 


Twenty-five Years Service 


with Equitable of New York 


(CONTINUED FROM PAGE 3) 


after the group insurance and the home 
purchase departments. Later he was 
made third vice-president, then seconé 
vice-president and since 1929, vice-pres! 
dent. He is regarded as one of the 
group insurance experts of the country. 
He is author of the well known book, 
“Romance of Life Insurance.” He # 
president of the American Insurance In- 
stitute and has just been head of the 
American Management Association. Mr. 
Graham has contributed much to. the 
literature of insurance, is popular in @ 
personal way and is well known to the 
business. He was the first chairman 
of the Group Association. This year 
the group department of the Equitable 
will commemorate its silver anniversary 
Mr. Graham’s specialty has been a 
development of group life, accident an 
health and group annuities. 








Sales Congress at St. Louis 


ST. LOUIS, Feb. 13.—A sales ve 
gress is being held here by the St. _ 
General Agents & Managers An 
tion and the Sales Research Bureau Fe”: 
24-25. c. 
The subjects to be covered in the ser 
sion are: “What’s New in Recruiting", 
“The Difference Between Income f A 
Profit in Agency Managemett, , yes 
Can We Improve the Presentation ‘ 





cers were all reelected. 


e 
the Job?” “What Have We Learnel 
About Training?” “Measuring Agency 
Progress.” 
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” ANNUAL STATEMENTS SHOWING PROGRESS 
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—_—_ 
this account representing 21 percent of 
the assets. It has shown a steady in- 
crease since 1929, All the bonds are of 
the highest class, 88 percent being rated 
“A” or better. 

The capital, surplus and special re- 
serves amount to $1,336,450. At the 
close of the year the total real estate 
sold under contract was $747,904, the 
net profit being $12,056. 


OLD LINE LIFE, MILWAUKEE 
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~ Company 
y cued The Old Line Life of Milwaukee 
ally, jt qm showed assets $18,666,865, increase 
ing agenfam $646,620, income $3,286,599. The bonds 
itial projam increased to $4,154,176, forming over 22 
sions anjam percent of its assets. Its contingency 
mumissiongam reserve is $425,000 and surplus of $2,- 
‘BT 136,164. It paid policyholders last year 
ucing thqlm™ $1,656,647, bringing the total amount up 
the age to date $14,975,000. It has paid accident 
ame pom and health policyholders $1,090,000. 
able the W. O. Schwarz, president of Patek 
to mak Brothers, Inc., paint manufacturers, was 
1 smallellm elected a director, succeeding the late 
;, = tm =Rupert F. Fry, former president. 
| the case —a 
rate” PEOPLES LIFE OF INDIANA 


en The Peoples Life of Frankfort, Ind., 
shows assets $8,157,865, of which $3,- 


poe 985,077 are mortgages, $864,457 real 
valancei Mm state, including home office building, 

to iM $4834,238 policy loans, $606,355 bonds, 
newabl $301,451 cash, $204,191 contingency re- 










serve, capital $300,000 and net surplus 


ing one : Z : 
a anim $400,000. Its insurance in force is $45,- 
000,000, gain $1,000,000. Its assets 


ach day 
rent, In 
ace for 


gained $305,025, and its increase in liquid 
assets was $403,449. It has an excess 
deposit with the Indiana department of 


ing the 

n after over $600,000. 

nt); for The Peoples Life has no borrowed 
varterly money, it is in a very liquid position, it 


has paid policyholders and beneficiaries 


coming 

ig busi- to date $8,888,540. Its new business last 
. The vear was $8,736,735. 

tracted _ 

month CALIFORNIA-WESTERN STATES 
be ob- The California-Western States Life 
e back shows an 18 percent margin of income 
+ pros over disbursements, leaving $1,438,863 
ts for free for new investments. The contin- 
spaces gency reserves were strengthened by 30 
Its. percent addition amounting to more 


than $200,000. The assets are now $43,- 
274,472, gain $1,614,470. During the 
e lat six months the company made 
gains of moge than $400,000 of insur- 


fork ance in force. The net interest was 
4.04 percent. Of the assets 16.9 percent 
or $7,330,000 is in cash and federal 
| bonds. 
home -—~ 
was OHIO STATE LIFE 
cond The Ohio State Life shows assets 
resi- $16,255,159, increase $803,479. Of this 
the amount $3,917,692 is in public bonds. 
ntry. The assets are 112 percent of the lia- 
00k, bilities. The policyholders surplus is 
e 1 $1,782,825, insurance in force $83,983,- 
In- 430. Last year it paid $1,477,807 to pol- 
the iyholders and since it was organized 
Mr. it has paid $15,476,465. Last year was 
‘the one of the best in its history. During 
na the last six years it has increased its 
the assets 33.5 percent and surplus 24.5 per- 
nan cent, 
rear wa 
on OREGON MUTUAL LIFE 
the _The Oregon Mutual Life shows as- 
ind Sets $14,433,068, increase $1,757,151, 
Premiums $2,443,498, increase $548,898, 
surplus $1,005,676. Its mortality ratio 
Th 43.1 percent, decrease 6.6 percent. 
he new business increased $788,075. 
he dividend schedule for last year will 
MI € continued without change. Adjust- 
“4 ments will be made on retirement an- 
a nuity contracts. The rate of interest 


oe Sunde left with the company will be 
reduced to 4 percent. On assets and 
5 Premium income the company reached 
- yd all-time high. The policyholders 
Plus was increased by the largest 

amount ever set aside in one year. 


YEOMEN MUTUAL LIFE 


sete, Yeomen Mutual Life shows as- 
Sets $24,459,063. Of this amount 60.7 











percent is in cash, federal and other 
public bonds. The mortgages are $627,- 
966, policy loans $5,095,227, office build- 
ing $1,191,672, real estate $2,284,439. 
It has no borrowed money and the sur- 
plus is $1,520,104. President A. H. 
Hoffman has announced plans for ex- 
panding the agency organization in the 
spring. 


JOHN HANCOCK MUTUAL 


The John Hancock Mutual showed a 
gain of $47,435,149 or 7 percent in as- 
sets and in surplus 5.13 percent or $3,- 
171,571. Policy loans were 13 percent 
less and cash repayments amounted to 
$4,125,494. The total income was $180,- 
365,914, increase 15.5 percent. Of this 
$141,124,430 constituted premiums. Its 
increase in insurance in force is $119,- 
181,333, making a total of $3,593,148,522. 
It paid policyholders $87,736,087 or 
$291,482 per business day. The surplus 
is $64,987,816. This includes a general 
surplus of $46,987,816 and a contingency 
reserve of $18,000,000. 


GUARDIAN LIFE OF NEW YORK 


A rise of $5,664,218 in assets to a 
total of $109,131,341 is shown by the 
Guardian Life. Total income was $25,- 
494,257, increase $2,400,446 or more than 
10 percent. New insurance amounted to 
$42,439,293 and the total amount of in- 
surance in force is $455,349,273. 

The mortality experience was 54 yer- 
cent. Disability and double indemnity 
experience showed a_ substantial im- 
provement, so that the total underwrit- 
ing profit for the year was higher than 
in 1934. 

During the past year, the company 
confined its new investments largely to 
U. S. government and high grade mu- 
nicipal, railroad, and public utility bonds, 
increasing its holdings of such securi- 
ties by nearly $7,000,000. 

Policy loans decreased $603,337, with 
new loans on policies made during the 
year being 14 percent below 1934 figures 
and the net amount of loan repayments 
showing an increase of 30 percent over 
1934, The indication of improved condi- 
tions reflected in the betterd loan fig- 
ures was also evident in the fact that 
terminations of existing insurance 
showed a decrease of 13 percent in 1935. 

The rate of interest payable on divi- 
dends left to accumulate and on funds 
remaining with the company under the 
various policy options of settlement was 
fixed at 4 percent. 


John Nystul, Fargo, state manager 
Kansas City Life—Company in 1935 had 
its best year in North Dakota since the 
state agency was organized in 1931. The 
new written business was double that 
of 1934 he said. 





Life Insurance Agents 


Hit by Cold Weather 











Life insurance men in those sections 
of the country that were visited by the 
severe and continued cold weather 
slowed down in their production mate- 
rially. This was particularly true in 
country districts. Many roads were 
impassable and where agents had to 
take out their machines they were 
afraid to navigate in that way, not 
knowing what would happen to the 
mechanism. Where the mercury was 
considerably below zero many agents 
simply kept their cars housed. In addi- 
tion to the cold, the streets and roads 
were frequently icy and there was great 
danger of skidding. In cities where the 
weather militated against successful so- 
liciting, agents kept closer to their of- 
fices or homes. Frequently where 
agents had to make calls at night, if 
they had to go some distance they 
feared to make the trip, not knowing 
whether they could get back home. Al- 
together the severe weather had a real 
effect in the production of business. 








THIRTY-ONE YEARS OF 
SERVICE AND ACHIEVEMENT 


The Indianapolis Life Insurance Co. 


a Legal Reserve, Mutual Company, organized in 1905, has 
forged ahead through depressions with an unbroken record 
of outstanding insurance service. The original pledge to 
which the Company has strictly adhered is QUALITY, SERV- 
ICE, and SAFETY FIRST. 


AN OUTSTANDING SIX YEAR RECORD 
December 31, 1929, to December 31, 1935 


ASSETS INCREASED 64.5%, 


ASSETS, Dec. 31, 1927. .......... .. .$10,455,621.25 

AGeetS, Des: 31, 1996... ........... 17,202,655.63 
SURPLUS INCREASED 86% 

SURPLUS, Dec. 31, 1929. . 647,030.55 

SURPLUS, Ose: 30; 1908.............. | 203,247.40 


In addition to these gains, the Company paid $9,899,063 
to Policyholders and beneficiaries during these years. 


1935 A GOOD YEAR 
INSURANCE IN FORCE (Paid Basis) 


increased 


$ 2,356,089.00 


Making TOTAL IN FORCE.......... _. 95,756,258.00 
ASSETS INCREASED ...............:. 1,081 ,584.60 
Making TOTAL ASSETS................ 17,202,655.63 
CASH and GOVERNMENT BONDS, Dec. 31, 
Ws sto tes areas Ouran rua eae: 2,246,903.40 
MORTALITY, VERY FAVORABLE, only 
44.8°/, of expected AVERAGE MOR- 
TALITY, since organization 41.9%. 
TOTAL SURPLUS for Policyholders, Largest 
in Company's History ............ | ,203,247.40 
TOTAL DOCS 1908... .......-...-..- 4,033,198.1 1 
TOTAL DISBURSEMENTS ................ 2,927,603.96 
TOTAL PAID TO AND INVESTED FOR POL- 
ICYHOLDERS, since organization. 33,440,030.74 


INDIANAPOLIS LIFE INSURANCE CO. 


A. H. Kahler 
Supt. of Agents 


Edward B. Raub 


President 


Indianapolis, Indiana 


Agency opportunities in Indiana, Illinois, Ohio, Texas, lowa, 
Michigan, Minnesota, North Carolina, California and Florida 
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Criticism for ‘‘Consumers Research’’ 


“CONSUMERS RESEARCH,” thé organiza- 
tion which attempts to apply for the 
benefit of the ultimate consumer the 
same scientific standards of buying that 
prevail in industry, has let itself in for 
a storm of criticism for an article, “Be- 
ware of Endowment Insurance,” by 
Wiiiram S. WEIss, New York lawyer, 
in its latest general bulletin. 

Criticism of Mr. Wetss for setting up 
as an insurance expert on the ground 
that it would be improper for a life agent 
to hand out advice as a lawyer is beside 
the point if Mr. WeElIss is actually a life 
insurance expert. The question is, Is 
he? 

Entirely apart from points in his arti- 
cle on which life insurance men may 
differ sharply with him, his qualifica- 
tions, on his own admission, seem to 
fall considerably short of what “Con- 
sumers Research” should demand of its 
expert advisers particularly one whom 
it recommends as unreservedly as _ it 
does Mr. Wetss. He has studied life 
insurance—but not at any school or col- 
lege or through any correspondence 
course—during the last seven years. He 
has read some books of unquestioned 
soundness on life insurance. But with 
a little research on its own hook, “Con- 
sumers Research” could easily have 
located an expert of unquestioned stand- 
ing in the insurance world, even though 
it sought one whom even the most carp- 
ing critic would concede to be free of 
bias in favor of the insurance business. 

One obvious error in the article— 
which has been called to the author’s at- 
tention and which he freely admits—is 


Mr. Weiss’s misconception as to the 
relative volume of endowment insurance 
sold and the amount of stress it gets 
from agents in their sales presentations. 

“Most of the agents will probably 
want to sell endowment insurance,” the 
article states. 

Anyone in the life insurance business 
or any “consumer” certainly has a right 
to question the qualififications of an “ex- 
pert” who is so far off the track on so 
elemental an item of information as the 
approximate distribution of the various 
types of policy contracts. 

With the author’s admission that he 
wrote the article with a quite erroneous 
idea of the relative importance of en- 
dowment in the insurance picture, the 
whole article falls rather flat. Once the 
comparatively minor place of endow- 
ment insurance is conceded, Mr. Weiss’s 
preoccupation with the menace of this 
type of contract seems to argue a lop- 
sided knowledge of insurance rather 
than any real threat to the insurance 
consumer. 

Admittedly, there have been cases 
where agents, through ignorance or 
greed, have sold a type of insurance not 
best fitted to the buyer’s needs, just as 
there have been cases where lawyers, for 
similar motives, have advised clients to 
their loss. But if “Consumers Research” 
wants to advise its subscribers on life 
insurance it could have started out on 
a sounder basis than airing a doubtfully 
qualified expert’s prejudices against a 
form of coverage which he has since 
discovered to be a relatively minor 
factor in the life insurance picture. 


Efficacy of State Supervision 


SUPERINTENDENT PINK of the New 
York department in his annual report 
gives interesting, and to our way of 
thinking, very correct information of 
state insurance supervision, its character 
and reputation. He feels that the public 
has put too much reliance on the efficacy 
of state supervision as many are inclined 
to believe that with our state insurance 
departments in active operation that 
should be a guarantee against failure. 
This, he thinks, is impossjble unless 
there is a comprehensive system of state 
insurance, which he regards as repug- 
nant to most citizens. 

It has been our observation that the 
insurance commissioners are in many 
ways superior in their qualifications and 
sincerity. They are restricted untortu- 
nately by too small an appropriation so 
that they cannot employ the examiners 
and office staff that they should to give 
the highest service. That would be our 


quarters. 


main criticism of the present system. 
The insurance companies pay large 
amounts to the state. A greater propor- 
tion should be allocated to the depart- 
ments so that more careful supervision 
can be given. The salaries of insurance 
commissioners should be_ increased. 
They should be enabled to pay sufficient 
money to attract efficient, capable people 
to assist in a very important work. 
Most of us find repugnant the thought 
of concentrating entire insurance super- 
vision at Washington. Mr. PrnK feels that 
the insurance industry itself is opposed 
to federal supervision and in our opinion 
his statement is correct. In case of state 
supervision, people have a better oppor- 
tunity of getting action near at hand. 
It takes a long arm to reach at Wash- 
ington with its extensive and highly 
organized bureaus. At least some satis- 
faction can be gotten from state head- 
Taken by and large the states 


have given a good account of themselves 
and at present the NATIONAL ASSOCIATION 
OF INSURANCE COMMISSIONERS is composed 
of a capable body of men who are hon- 
estly pursuing their task in an intelligent, 
honest way. We do not believe that 
anything much could be gained by fed- 
eral supervision unless, of course, it was 
uniformity and the concentration of the 


INSURANCE COMMISSIONER S. L, Car- 
PENTER of California, in a talk before the 
ACCIDENT & HEALTH INSURANCE MANAG- 
ERS CLus of San Francisco, made the point 
that after all public confidence and good 
will are essential to the greatest progress 
of insurance. Any untoward action in the 
business that creates antagonism and ill 
will does much to undermine the faith of 
the people in the entire insurance system. 
As Commissioner CARPENTER put it, “One 


work under one head. Federal han, 
supervision has been no more effectiy, 
or protective than has the state supe. 
vision. 

Mr. Pink finds that the companig 
now in active business that are dap. 
gerously close to the line are relatively 
few in number. Nearly all have gaing 
in strength and confidence. 


Holding Public Confidence 


unfortunate experience of an assured with 
a company failure, a poor adjustment, mis. 
representation by agents or companies or 
as the victim of a tricky and misleading 
phraseology in policy forms, and you haye 
an enemy of all insurance.” 

It is incumbent on all of us who are en. 
gaged in this business to have a care a 
to what we say and do because any devia. 
tion from the straight and narrow course 
tends to discredit the business itself. 








PERSONAL SIDE OF BUSINESS 





H. K. Lindsley, president Farmers & 
Bankers Life, Wichita, Kan., and Mrs. 
Lindsley have returned from a trip to 
Mexico City. They spent a couple of 
weeks in Mexico. 


Burton Van Dyke, Sr., chief actuary 
Kentucky Home Mutual Life of Louis- 
ville, died at his home there of pneu- 
monia, following a year’s illness with a 
heart affliction. He started with the 
Citizens Life of Anchorage after grad- 
uation from the University of Rich- 
mond, Va. About 20 years ago, he went 
with the Inter-Southern Life into which 
the Citizens Life was merged, also 
being acting head and vice-president of 
the Inter-Southern for some time. Mr. 
Van Dyke was a noted actuary and his 
keen perception of various angles of the 
business distinguished him. 


Harry L. Seay, Jr., treasurer of the 
Southland Life, son of President H. L. 
Seay, was married the other day to Miss 
Nancy Boggess of Dallas, the ceremony 
taking place at the home of the bride. 


H. F. Overley, manager for the Mu- 
tual Life of New York at Louisville 
celebrated his 40th anniversary with the 
company at a luncheon. Mr. Overley 
was surprised with a splendid volume 
of business produced by the agents in 
his honor. Mr. Overley started with the 
Mutual Life as a messenger boy and 
later was promoted to cashier. He was 
made manager in 1928 and has built up 
a very successful agency. 


Herbert L. Cramer, general agent of 
the Northwestern Mutual Life for 
northern Indiana has been elected gen- 
eral chairman for the annual community 
chest drive in South Bend. The drive 
will be held during May. 


The new president of the Connecticut 
General, F. B. Wilde, is being enthusi- 
astically received by the field men be- 
cause of his intimate understanding and 
sympathy with the men out on the firing 
line. He is a director of the Life In- 
surance Sales Research Bureau and since 
1932 when he was elected vice-president 





he has been in charge of the agency 





amend 


department of his company. He thus 
takes to the presidency his valuable ex- 
perience in life insurance administra- 
tion. In the positions he has held he 
has had opportunity to study the busi- 
ness from a number of standpoints, He 
started as a lad at the home office and 
became statistical clerk later in the 
agency department. Then he was ap- 
pointed auditor and traveled among the 
agencies, thus getting a very fine in- 
sight into the problems out in the storm 
centers. Following this he had an ex- 
perience in the claim department. In 
the settlement of accident and disability 
losses he dealt with a number of under- 
writing and legal considerations. In 
1925 he was made secretary of the acci- 
dent department and two years later 
was made secretary of the company 
taking charge of the accident, group and 
personnel department. He is popular 
up and down the line and at the home 
office. 


Charles F. Williams, president of the 
Western & Southern Life, left for a two 
months sojourn in Florida to recuperate 
from an attack of double pneumonia 
which kept him confined in the Good 
Samaritan Hospital, Cincinnati, since 
the middle of December. 


The Oklahoma production champion- 
ship for 1935 is claimed by R. W. Do- 
zier of the Massachusetts Mutual, at 
Oklahoma City with $1,147,000 on 186% 
cases. He ranked third in his company. 


G, F. Milicos. 3 recently appointed 
manager of the Continental Assurance 
for northern California at San Francisco, 
and L. S. Roscoe, southern California 
manager at Los Angeles, are on a trip 
to the home office to become acquainted 
with the home office personnel. Mr. 
McKenna will return to his office vid 
Seattle and Portland, visiting company 
representatives. R. Smith, agency 
director on the Pacific Coast at 9a! 
Francisco, went along, and will spend a 
week in eastern centers. 

In honor of his 25 years affiliation 
with the National Guardian Life © 
Madison, Wis., George J. Sennett of 


— 
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 nesville, Wis., was honored by having 
“Sennett Day” set aside for him_ by 
resident George A. Boissard, Mr. 
onnett is the dean of the company 
plesmen and he has sold more than two 
“lions of life insurance. 








. K. Murphy, general agent for 
be California at Los Angeles of 
e Northwestern Mutual Life, cele- 
rated the 20th anniversary with the 


ompany with a dinner party for the 
embers Of his agency. 


Roy Ray Roberts, general agent at 
os Angeles for the State Mutual Life, 
ys returned to his office from a three 
‘eeks visit to Gilman Hot Springs, Cal., 
br rest and recuperation. 


Louis F. Paret, general agent Provi- 
ent Mutual Life at Camden, N. J., 
debrated his 44th year of Provident 
ervice, being one of the oldest general 
gents in service with the company. 


Louis K, Gibson of the Mutual Bene- 
t Life's mathematical department, has 
ounded out 40 years of continuous 
service while C. Russell Pearsch, of the 
ew business department, is celebrating 
his 35th. 

Charles E. Lester, Sr., divisional 
manager Union Central in charge of the 
loan division, died in Cincinnati, aged 
it, after a week’s illness. Mr. Lester 
started with the company as a clerk in 
i304, He was prominent in business, 
vic and political affairs. 


Insurance Director Ernest Palmer of 

Illinois returned in good shape from his 
trip to Mexico, where he went to throw 
ffa severe cold. He was in Mexico 
‘ity, Cuernavaca and then went to the 
acific Coast and got in the tropical 
ity of Acapulco. While at Cuernavaca 
he was the guest of Alfred MacArthur, 
resident of the Central Life of Chicago, 
aid Mrs. MacArthur, who were spend- 
ing some days at their place in that city 
which is next door to the famous 
Dwight Morrow home. The Mac- 
\rthur’s garden is one of the most 
exquisite in that section of the country. 
The name of the street was recently 
hanged to Calle Dwight Morrow. Mr. 
Palmer returned with a coating of tan 
tter having gone in bathing at Acapulco 
rhere the water was 72 degrees. 


Robert A. Coughill, 61, manager of 
the Clifton district Metropolitan Life, 
died at his home in Cincinnati after an 
illness of more than a year. He was 
associated with the Metropolitan Life 
lor 29 years, having previously been em- 
vloyed in the Newport, Ky., and Lima, 
» Offices, 


_D. J. Scott, Chicago manager of the 
Sun Life of Canada, left for Florida to 
attend a meeting of the managers and 


while in that section will remain on a 
vacation, 


H. D, Lininger of Chicago, general 
<a of the Connecticut Mutual in the 
Villiamson .& Weilbeloved agency at 
~iicago, is in Tucson, Ariz., recuperat- 
ing from a severe attack of pneumonia. 
we Physicians advise him that it is 
vest for him to remain there until the 
cold weather in Chicago is over. 


February is “Sam Pearson Month” at 


S\orthwestern Mutual agency in Kansas 


Cty, 





Manager Pearson on March 1 will 


pgs 30 years of continuous service 
the company, 25 of which have 








be . A 
fait as general agent in western Mis- 





fn enty Prominent Detroit life execu- 
T gave a farewell luncheon honoring 
Tuman ummings, retiring state 
for Northwestern Na- 
he eve of his leaving for 





ag mont agency in that city. He 
Was presented a cigarette box. 43 
B. Slee, supervisor of print- 


udential, was the recipient 





Rof : 
© °' congratulations and gifts from his 














Former Mutual Trust Life 








Official and Agent Dies 





E. A. Isaacson of Chicago, who was 
associated with the Mutual Trust Life 
for more than 30 years, and rose to 
superin- 
tendent of 
agents, died 
at his home 
7 Oak 
Pask, if, 
after an ill- 
ness of only 
a few days. 
He was 58 
years old. 
Funeral 
services 
were held 
this week. 
P resident 
E. A. Olson 
of the Mu- 
tual Trust 
gave Mr. Isaacson his first insurance 
job. He started from the bottom of the 
ladder and climbed every rung—office 
boy, clerk, assistant bookkeeper, agency 
department cashier, conservation man- 
ager, assistant superintendent of agents 
and superintendent of agents. It is in- 
teresting to note that Mr. Isaacson 
wrote his first case on the first day he 
worked for the company and he settled 
the company’s first death claim. The 
night he settled the claim he wrote poli- 
cies on five relations of the deceased 
and later wrote $106,000 additional life 
insurance on members of the same fam- 
ily. In his first month as personal pro- 
ducer after resigning as superintendent 
of agents Mr. Isaacson was second in 
personal production and fourth in paid 
for business on the whole list. In the 
second month he repeated the perform- 
ance and he had been a consistent top- 
notcher ever since. 





E. A. ISAACSON 








fellow employes in celebration of his 
50th anniversary with the company. 

E. C. Sparver, agency manager of the 
Reliance Life, has been making the 
southern and southwestern circuit, hav- 
ing agency conferences among other 
places in Memphis and Dallas. 


—e 


G. F. Claypool, executive vice-presi- 
dent Continental Assurance, is on a 
week’s winter vacation at Lake Delavan, 
Wis., taking part in the snow and ice 
sports. Mr. Claypool is owner and skip- 
per of one of the fastest ice-boats in the 
middle west which he had planned to 
enter in the national ice-boat races last 
winter but had to forego due to injury 
to a knee while playing golf. He plans, 
however, to enter the boat this winter. 


— 


Starting Feb. 16, the Ohio National 
Life will broadcast a 15 minute program 
to be known as “Onli Serenade” over 
WLN, Cincinnati, at 2:15 p. m. It will 
include orchestration, solos, duets, a 
dramatized skit in which the life insur- 
ance tie up is brought in at the climax. 


— 


Karl B. Korrady, vice-president IIli- 
nois Bankers Life, has returned to his 
duties after a vacation trip to southern 
Arizona accompanied by Mrs. Korrady. 
Upon his return he was greeted with a 
large number of new business applica- 
tions which were written during his ab- 
sence in a campaign arranged as a trib- 
ute to him. 

Edwin Baur, formerly St. Louis man- 
ager of the Union Mutual Life, died 
after an illness of eight months at his 
home in St. Louis. He had been in the 
insurance business for 40 years. 


The Leaders Round Table of Houston, 
Texas, gave a dinner dance after the 
Houston sales congress, honoring 47 
members and the leaders on_the sales 
congress program. Charles’ F. Hansen, 
president of the Houston General Agents 
& Life Managers Club, presented certifi- 
cates of merit to the leaders. 




















The 65th Annual Statement of the 


Sun Life Assurance 
Company of Canada 






Reflects the Strength and Stability 


of Life Assurance 


A voluntary co-operative enterprise which for generations 


has stood every test 





HIGHLIGHTS OF 1935 


ASSURANCES IN FORCE . . . Exceed Two Billion Seven 


Hundred Million Dollars. This is the amount which will 


paid by the 


Sun Life as the policies now in force reac 

maturity. By thrift and foresight more than a million policy- 
holders have provided, through Sun Life policies, for the 
support of their families in case of premature death and their 


own independence should they live to old age. 


amounting to 
working day. Since the 
over Nine Hundred Million Dollars. 


the time for payment arrives. 


national and industrial progress. 


NEW ASSURANCES PAID FOR . . . Exceed Two Hundred 
Million Dollars for the year. During 1935 more than seventy 
thousand persons established estates by purchasing Sun Life 
policies, thus providing security for many thousands of homes. 


POLICYHOLDERS AND BENEFICIARIES . . . Benefits 
Eighty Million Dollars were paid 
Two Hundred and Eighty-five Thousand Dollars for each 
Sun Life commenced 
pet” ps ago it has paid out to policyholders and beneficiaries 
we 


ASSETS . . . Of over Seven Hundred Million Dollars ensure 
that every Sun Life policy will be settled promptly when 
In the meantime, this fund 
invested on behalf of policyholders, contributes notably to 


out—over 


business 





ASSURANCES IN FORCE, December 31, 


NEW ASSURANCES PAID FOR -_- 


INCOME - - = = = = = 
DISBURSEMENTS - - - = = 
EXCESS OF INCOME OVER DISBURSE- 

MENTS-= = += += = = = 


PAYMENTS TO POLICYHOLDERS 
AND BENEFICIARIES: 
During the year 1935 - - = = 
Since Organization - - = = 


ASSETS - = == = = 
LIABILITIES, exclusive of capital stock and 
shareholders’ account - = = 
PAID-UP CAPITAL 
and balance at the 
credit of share- 
holders’ account - 
RESERVE for depreci- 
ation in mortgages 


- $3,281,000 


and real estate - - 5,201,000 
SURPLUS - - = = 5,862,000 





$2,725,586,000 
219,076,000 


161,058,000 
119,164,000 


41,894,000 


80,284,000 
968,614,000 


706,744,000 
692,400,000 


14,344,000 


The above Statement has been prepared and the assets have been 
valued in conformity with the basis authorized by the National 
Association of Insurance Commissioners of the United States. 
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INDIANAPOLIS, INDIANA 





@ An exclusive type of high-renewal, life-income 
building agency contracts and exceptional oppor- 
tunities for both producers and organizers are 
available today in Illinois, Indiana, Michigan, 
Ohio, Missouri, Kansas, Oklahoma and Texas. 
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NEWS OF THE COMPANIES 








Plan New Detroit Company 





Articles of Incorporation Submitted for 
Concern to Take Over Business 
of Detroit Life 





LANSING, MICH., Feb. 13.—Ar- 
ticles of incorporation for the Detroit 
National Life have been submitted to 
the Michigan attorney-general’s depart- 
ment where they have been turned over 
to the state insurance department to be 
approved for filing. The company is 
presumably being formed to take over 
the business of the Detroit Life, now in 
federal receivership. 

Proposed capitalization of the com- 
pany is $400,000, of which half would be 
required to be paid in before commenc- 
ing business. The stock would be di- 
vided into $50 shares of which $100,000 
would be preferred, paying 7 percent 
annually out of surplus profits when 
duly declared by the board. 


Incorporators Given 


There are 13 incorporators listed: 
Bayre and Theodore Levin of Levin, 
Levin & Dill, attorneys, Detroit; John 
A. Reynolds, former president Detroit 
Life and present receiver for the com- 
pany; R. O. Wire, E. N. Scott, R. E. 
Clinton, E. H. Dill and Hertha Nisk- 
anen, all of Detroit; W. L. Bauguess, F. 
N. Jackson, C. E. Hoffman and R. D. 
Snyder, all of Chicago; C. A. Olsen, 
Stockton, Ill., and R. R. Bartling, Glen- 
view, IIl. 

Provision is made for a board of from 
seven to 21 directors and the preferred 
stock could be retired at any time by 
payment of 102 percent of the invest- 
ment, plus declared dividends to date. 

Commissioner John C. Ketcham, who 
was originally receiver for the Detroit 
Life, said a number of statutory require- 
ments must be fulfilled before the de- 
partment permits the company to go 
ahead with its organization. He said 
the documents submitted were deficient 
in several respects, in relation to the 
statute requiring four references for each 
incorporator and his financial standing, 
complete plans for transaction of busi- 
ness together with copies of proposed 
contracts, prospectus of the company, 
proposed advertising and information 
relative to location. The commissioner 
is empoweréd to make any investiga- 
tion he sees fit, to determine the re- 
sponsibility of the persons proposing 
to form the carrier. 


Campbell Named Inspector 


_ R. L. Campbell has been appointed 
inspector of agencies of the eastern de- 
partment of the New York Life in New 
York City. Sincé early in 1932 he has 
been supervisor of division 1 there. He 
is a native of Georgia who went with 
the New York Life in 1910, a month 
before graduating from the University 
of Georgia. He was agent in Atlanta 
for two years and then appointed or- 
ganizer, leading all agency men in the 
United States and Canada in 1918 for 
new organization. He became agency 
director at Charlotte, N. C., in 1923, 
more than doubling the business vol- 
ume in five years. In 1929 he was ap- 
pointed supervisor at large in New 
York City. 


Dallas Mutual Becomes Stock 


The Guardian Mutual Life of Dallas, 
organized last July, has changed from 
a legal reserve mutual to a legal re- 
serve stock company. The capital and 
surplus has been increased. The com- 
pany has some $800,000 insurance in 
force and is writing about $200,000 
monthly, with the goal for the present 
year set at $6,000,000. T. M. French 


is president, L. S. Munger, vice-presi- 
dent, W. T. Weaver, secretary-treasurer 
and David W. Carter, Jr., medical di- 
rector. 












Mays Seeks to Get Con, 


Federal Court Hears His Wife's ¢), 
to Ownership of 50,958 Share, 

of the Stock esidue 

provid 
33,312. 
ST. LOUIS, Feb. 13.—The effor Miivere a 
Ed Mays, president of the Continenimes 429.8 
Life of this city, to regain control ty c i 
more definite form at a hearing 
United States district court of his wim Alth¢ 
claim that she is the legal owne gmpwned 
50,958 shares of stock which were hoyigmmnterne 
by J. W. Snyder, receiver of the Grime! ind 
National Bank of which Mays was pre emi-at 
dent, at a U. S. marshal’s sale, Tygmof that 
stock, which was valued at the enq mmaterne 
1933 at $1,167,918, was put up as qimeays t 
lateral for a note for $32,901, signed )mtts P* 
Mays. ‘Bpaymel 
Mrs. Mays testified she acquired sgmeatmme 
stock in August, 1934, by foreclosing gmt fai 
the $32,901 note. ‘Betiectec 
The hearing also revealed that \ngeteres 
Mays through foreclosure of her hy ment ¢ 
band’s note secured 1,101 shares 9 rated 
Grand National Bank stock formerjamttact: 
held by the holding company. oooh 
Mays Makes Statement ~~ 

Life ar 
































Mays, who is operating a stave {a 
tory near Leslie, Ark., stated duriggmst Lo 
a recess of the federal court hearingfgms?50,00 
that if his wife’s claim to the Continent:jmmductior 
Life stock is upheld he will renew hk Head 
efforts to regain control of the compan,gmtional 
He testified that the stock was pledgmbenefit 
to him by the holding company qigcount. 
March 1, 1934, for $32,901 due him, aim SPeé 
that on the same day he assigned tgmold M 
note and collateral to his wife for morgm’? Per 
than $30,000 he owed her. She bough 
in the note and collateral for $25,00j R 
at the foreclosure sale conducted in De 














troit by the wife’s attorneys. The 

Counsel for the company filed appligm tie U 
cation with the circuit court. seekiagm ll, a 
change of venue from Circuit Juiefm ts: 
Joynt’s division on grounds of prejudice“ 4 
in favor of Superintendent O’Mallygm SO? . 
The petition points out that Jan. wo 
Judge Joynt ordered Mr. O’Malley « a 


seek bids for purchase of the assets 0 the di 
to reinsure all policies. are $3 
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Some of the High Lights in the Annul 





















Statement of the General memb 
American 

A 

In view of the fact that the Genet The 
American Life took over the Missoni) ..4 
State Life, which in turn had absorb a 
a number of companies, the annual state pany 

ment is of interest. Last year the Ge depar 

eral American paid out to policyholdes $29, 06 


$9,703,389. During the year application 
for new insurance came from 252M 
persons. On Jan. 1, all policy Jom 
values on the old Missouri State busints 
became available to policyholders au 
this has resulted in stimulating repé 
ment of policy loans previously existint 


Purchase Agreement Stipulation 


Under the purchase agreement, j 
was provided that policy loans wo 
not be available before Sept. 1, 1934 
and the term could be extended to Se 
1, 1938, with the consent of the state 


jority 
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insurance department. During the in fo 
ter part of 1935, the General Ameri 
was successful in liquidating Misomym 
State Life assets, large cash balance 
having been accumulated so as to see SE 
of raising these restrictions in 4 en new 

Last year the company’s federal * are | 
ernment bonds were increased aa ing. 
$3,864,175 to $8,995,589. Its total DI eral 
holdings are $21,151,030, the ee kane 
value of which exceeded by $1,554 dent 
the value of the bonds carried i et 
statement. , 

The Missouri State Life had to @ E. 1 
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that he and his associates have 
m belief that the company will 
itimately receive substantial sums in 

s of the present book value. It is 
lief that in 1936 and in subsequent 
he there will be additional recovery 
the value of real estate. During the 
ear such sales as appeared to be imme- 
ately advantageous were made. On 
Nec, 31, 1934, the “contingency reserve 
as. $252,403, which, in reality, was a 
esidue of the lien reduction fund after 
aviding for the lien reduction of $3,- 
93312, During 1935, additional sums 
‘ere added to this fund amounting to 


51,429,865. 


International Life Agreement 


Although the Missouri State Life 
bwned the business and assets of the 
nternational Life, it was required for 
in indefinite period of years to make 
emi-annual payments from the earnings 
hf that business to the receivers of the 
International Life. President Head 
kays that during the last 15 years of 
his period, it was provided that the 
payments should be 75 percent of such 
earnings. The receivers contended that 
the failure of the Missouri State Life 
fected a breach of this contract, 
hereby entitling them to immediate pay- 
ment of the present worth of all esti- 
mated future earnings under the con- 
tract. With the approval of the state 
nnd federal courts administering these 
estates, a payment of $950,000 was made 
to the receivers of the International 
Life and by decree of the circuit court of 
St. Louis this non-recurring charge of 
$950,000 was made against the lien re- 
duction fund. In the future, President 
Head says, all earnings of the Interna- 
tional Life business will inure to the 
benefit of the Missouri State Life ac- 
count. 

Speaking of the persistency of the 
old Missouri State Life business, it was 
03 percent last year. 


erts 
e fir 


Report on United Mutual 


The Illinois department has examined 
the United Mutual Benefit of Centralia, 
Ill, as of Oct. 1. It has 12,912 mem- 
bers. G, C. Spurgeon is president, treas- 
urer and general manager. Lloyd Spur- 
geon is vice-president, Thornton Spur- 
geon is secretary and Claude Spurgeon, 
assistant secretary. The total income 
for the nine months was $135,165 and 
the disbursements $124,698. The assets 
are $32,973 and the liabilities $8,839, the 
largest being 25 unpaid death claims 
$8,597. The department states that the 
management must be governed in the 
future by the mutual benefit act in mak- 
ing payments to agents in soliciting new 
members or continuing those in force. 


Assured Investment Report 


The Assured Investment Company, 
head office at 122 South Michigan ave- 
nue, Chicago, an assessment life com- 
pany, has been examined by the Illinois 
department as of Aug. 1, showing assets 
$29,062 and net surplus $4,579. The ma- 
jority of the policies are industrial, only 
84 of the 544 being on the ordinary plan. 
It was licensed March 19, 1931. The 
officers receive no salaries but Ruth D. 
Busse receives a salary as a home office 
employe, she being assistant secretary. 

he company maintains no fidelity bond 
Protection on its officers, which is criti- 
used by the department. Fred 

euchling is president, who had an ex- 
tlusive agency contract with the com- 
pany, but which has been canceled. Its 
—— up to Aug. 1 was $6,970 and the 
disbursements $4,543. It had insurance 
In force $215,358, 


Spokane Company Organized 
tn OKANE, WASH., Feb. 13.—The 
ee patina Service Life’s home offices 
~ Ocated in the Old National build- 
an C. H. Easter is secretary and gen- 
re Manager. All the officials are Spo- 
pord rrsidents: L. S. Harrison, presi- 
ig jy Towles, vice-president, and 
a Christenson, vice-president in 

tge of Production. These with Mrs. 
fae Ahlin constitute the board. The 
Owing are special agents: Ray Etten 





at Dayton, Columbia county district; A. 
T. Kull, Grandview, Yakima Valley dis- 
trict; O. W. Roundtree, Chehalis, 
Lewis County; T. W. Osborne, 
Aberdeen, Grace Harbor county. 


Advanced by Equitable 


E. A. Starr of the Chipman-Columbus 
agency of the Equitable Life of New 
York has been appointed assistant man- 
ager of the salary savings division of 
the company. Mr. Starr joined the Chip- 
man agency 6 years ago and was made 
unit manager two years ago. His head- 
quarters will be in New York. 


Oregon Mutual Changes 


R. R. Brown, secretary of the Oregon 
Mutual Life, becomes vice-president and 
actuary; W. P. Stalnaker, treasurer, be- 
comes vice-president and_ treasurer; 
R. W. R. Calderwood, assistant secre- 
tary, was chosen secretary. 











































































President Matthews Holds Control 


LINCOLN, NEB., Feb. 13.—Failure 
in advance marked the attempt of for- 
mer interests to wrest control of the 
Cosmopolitan Life of Nebraska from 
President Jack Matthews and his asso- 
ciates, and at the annual meeting Mr. 
Matthews and his fellow directors were 
re-elected by a unanimous vote. The 
president’s report showed insurance in 
force $6,980,000, increase of $490,910; 
premium income, $747,899; income over 
disbursements, $349,791; new  invest- 
ments in 1935, $360,000. The company 
has been able to meet all claims with- 
out borrowing, and while it has been 
compelled to take over several farms 
under mortgage foreclosure, no losses 
will result because of increased land 
values. The bond account showed a 
loss of but a tenth of 1 percent. 


No Policyholders Committee 


LINCOLN, NEB., Feb. 13.—The in- 
surance department has advised a num- 
ber of inquiring policyholders that no 
policyholders’ organization has been 
formed to secure proxies to be voted at 
the annual meeting of the Pathfinders 
Life of Grand Island. Letters that the 
department has reason to believe eman- 
ated from a group seeking to regain con- 
trol after having been ousted by former 
State Director Moose were signed by a 
Lincoln man as secretary of a policy- 
holders’ committee, but to the bureau 
he admitted that he knew of no such 
committee and had merely allowed the 
use of his name. 


The Monumental Life of Baltimore has 
been admitted to Georgia and has ap- 
pointed G, P. Kemper as Atlanta agent. 

The Southern Life, recently organized 
in Atlanta, has been licensed. 


Agent Wins Renewal Suit 


The United States circuit court of ap- 
peals for the fifth circuit (Texas) has 
held for the agent in litigation with the 
company over payment of renewal com- 
mission. The case was State Life vs. 
Allen. Allen and the State Life en- 
tered into two agency contracts, one 
Nov. 24, 1920, and the other June 1, 
1921. Allen was to receive renewal 
commissions for 15 years. 

On May 1, 1930, Allen and the State 
Life entered into a third contract and 
into a compromise agreement by which 
the two previous agency contracts were 
terminated, except as to renewal com- 
missions, which were to be paid Allen 
in quarterly instalments, beginning April 
1, 1930. There was a notation on the 
1930 contract: “All business written 
under the contract of W. L. Allen bear- 
ing date of Nov. 24, 1920, and June 1, 
1921, is included for renewal commis- 
sion under the terms and conditions 
of this contract.” 

Allen breached the 1930 contract and 
the State Life refused to pay him in- 
stalments of renewal commission. The 
court held that had the State Life in- 
tended that the payment of renewal 
commissions should be dependent upon 
the performance by Allen of his obliga- 
tions under the third agency contract, 
it could have very easily said so. 








Connecticut General 


Life Insurance Company 
Hartford, Conn. 


SEVENTY-FIRST ANNUAL REPORT 


Improvement in the public’s income, the added prestige won by 
well managed life insurance companies during years of financial stress 
and the increasing skill of our representatives in helping the public 
make the most of their life insurance combined to bring about sub- 
stantial gains in the Connecticut General’s 1935 business. Premium 
income, investment income and assets all reached their highest point 
in the Company’s seventy-one years. 





Total premium income was 17.5% greater than in 1934. Invest- 
ment income increased to $8,780,732. Assets increased $17,602,480 
during the year. 


New life insurance paid for increased 22% over the 1934 issue. 
Life insurance in force increased substantially. Group life insurance 
made notable gains. 


The number of accident policies issued increased 17% and amount 
of premiums 138%. 


Payments to life and accident policyholders and their beneficiaries 
during 1935 amounted to $21,652,293. 


Purchases of fully paid life insurance and annuities together with 
a large increase in the amount left with the Company to be paid in 
instalments in lieu of lump sum 
are especially clear indications of 
themorepurposeful wayin which 
the public are using the institu- 
tion of life insurance in their 
search for financial security. 





1935 RECORD 


Admitted assets, Dec. 31, 1935 $ 188,912,856 
Policy reserves and other liabilities 179,383, 

Contingency fund : 500.000 
Excess security to policyholders 8,028,893 


$ 48,965,546 
7,122,580 


Total income 
Increase in income over 1934 


Life Insurance 


Progress is being made in a Tr 9 
New paid life insurance 


me: : 138,415,609 

the training and equipment of ine oe 

the field organization and the Pa LASRAERaS 
j , = Accident Insurance 

Company enters its seventy watiiiaiaietie - 

second year with confidence Increase in income over 1934 

in the ability of its field men 

to meet with increased skill 

the requirements of those who 

entrust their funds to its care. 


$ 35,051,604 


1,817.730 
206,117 


Payments since Organization 
To living policyholders $ 124,619,805 
To beneficiaries 117,305,516 


$ 241,925,321 























A RECORD THAT 
SPEAKS FOR ITSELF.... 


—28 years of growth in the midwest. 

—Unquestioned financial stability. 

—Agents who stay with us year after year. 
Excellent general agency openings available. Write 


The Ol Line Godar Rapids Wife 


INSURANCE’ COMPANY 
Cedar Rapids, Iowa 


Colonel C. B. Robbins, Pres. 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres. & Agency Director 
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provident people 
e 


The House of Protection 


with Nation-wide Representation 











Robert J. Maclellan, President 


PROVIDENT 


Life and Accident Insurance Company 
CHATTANOOGA 


ACCIDENT .«. 


LIFE .. HEALTH .°. GROUP 




















Homes with Children 


Need Insurance 


What stronger appeal could you have in your sales 
kit than a Life Insurance plan especially designed for 
Junior? 


Security Mutual Life Juvenile Insurance on the 
20 Year Endowment or the 20 Pay Endowment at Age 
64 plan is interesting to all parents. The Payor Benefit 
clause provides for waiver of premiums in case the one 
who pays the premium dies before the insured reaches 
the age of 21. 


Security Mutual Juveniles provide for dividends and 
cash values. They furnish an ideal foundation for any 
child’s life insurance program. 


Full particulars and rates from any General Agent 
or from the Home Office. 


Security Mutual -Life 
Insurance Company 


BINGHAMTON, N.Y. 








LIFE AGENCY CHANGES 





Houston Providence Manager 





Named as of March 1 to Succeed Ferre, 
Who Retires After 32 Years’ 
Service 





NEW YORK, Feb. 13.—David F. 
Houston, Jr., will on March 1 become 
manager for the Mutual Life of New 
York at Providence, R. I., succeeding 
J. F. Ferre, who will retire under the 
company’s retirement plan. Mr. Ferre 
has been in the Mutual Life’s service 
the last 32 years, beginning as cashier 
of its Worcester agency. He ranks 
third in length of service of the com- 
pany’s managers. 

Mr. Houston joined the Mutual Life 
as an agent in San Francisco. Before 
that he saw active war service as an en- 
sign in the naval reserve, was in the 
naval intelligence service, and at the end 
of the war was assistnt district gunnery 
officer at Key West, Fla. 

His general business experience before 
he joined the Mutual Life includes a 
term of service in the credit department 
of the International Acceptance Bank in 
New York City, a year with the New 
York real estate firm of Albert B. Ash- 
forth, Inc., and six years as American 
representative of Thomas Agnew & 
Sons, London art dealers. Mr. Hous- 
ton has made a record as an outstand- 
ing personal producer, and has qualified 
for the company’s $250,000 Field Club. 





Names Six General Agents 


Six general agents recently appointed 
by the Central Life of Iowa are: E. L. 
Mueller, Atlantic, Ia. C. E. Brooks, 
Jr., Racine, Wis., W. B. Thamm, Ya- 
kima, Wash., Granville Peets, Walla 
Walla, Wash., C. C. Palmeter, Mason 
City, ~ and Ben H. Pangburn, Jeffer- 
son, Ia. 





Richards Is Agency Supervisor 


L. C. Richards, Jr., 1115 Gulf build- 
ing, has been appointed agency super- 
visor in the Pittsburgh territory for the 
General American Life. An alumnus 
of Pennsylvania State College, he has 
had 11 years sales experience in the 
Pittsburgh territory. Entering the life 
insurance business in 1930, he became 
one of the largest personal producers 
in the Pittsburgh area. He is vice- 
president of the Young Men’s Republi- 
can Club of Pittsburgh. 


a 


Connecticut Agency Manager 
Frank S. Townsend has been ap- 
pointed Connecticut agency manager for 
the Equitable of Iowa. He will make 
his headquarters in New Haven. He 
was formerly an agency supervisor and 
personal producer for the Guardian Life 
in New York. The Equitable has an- 
other office in Connecticut at Hartford 
with Justus Paul in charge. 








Travelers at Waterbury. Conn. 
Frank Fox is the new manager of the 
life and accident departments of the 
Travelers at Waterbury, Conn. He suc- 
ceeds W. H. Bottomley, who left re- 
cently for Hartford. Mr. Fox has been 
in the Hartford office of the Travelers 
for several years. 





Joins Newark Agency 


The Van Vliet & Keer agency of the 
Prudential at Newark has appointed 
William E. Oakley of Summit, N. J., 
as assistant manager. He has had six 
years experience at the home office of 
the Prudential in the actuarial depart- 
ment. 





Leonard with General American 


W. J. Leonard has been appointed 
general agent in charge of the Manhat- 
tan, Kan., office of the General Ameri- 





Goes With Columbus My 


Conn W. Moose, Formerly Nebray, 
Insurance Commissioner, Return; 
to the Life Insurance Field 








The Columbus Mutual Life of Colur, 
bus, Ohio, announces the appointme 
of Conn W. Moose, former insurand 








CONN W. MOOSE 


commissioner of Nebraska, as its agency 
manager for Nebraska and _ western 
Iowa. His headquarters are to be it 
Omaha. 

Mr. Moose entered the life insurance 
business 25 years ago. He served tht 
Prudential as an agency instructor fo 
several years. For 15 years he wa 
general agent for the Home Life of New 
York at Omaha, resigning from tha 
position last year when he was 4- 
pointed insurance commissioner. 

His plans are to develop the Nebraska 
and Iowa territory along the lines o 
the multiple agency system used by tht 
Columbus Mutual. 

Mr. Moose is a high grade man 1 
every way. When he was _insuranct 
commissioner he was vigorous and cour- 
ageous. He is thoroughly grounded 11 
life insurance organization work. 





Join Havens Agency 


Fred McClune, who formerly operated 
a fire and casualty agency in Hartford, 
has entered the Lincoln National Life 
agency of J. G. Havens in the samt 
city and will now give his entire tim 
to life insurance. Another new agent in 
the same office is G. F. Havens, unt! 
recently with the advertising department 
of the Hartford “Times.” 





Capitol Life Names Agents 


The Capitol Life of Denver has at 
pointed three new general agents as 10° 
lows: Clement H. Culy at a 
Ore.; Gordon A. Luikart at Linco! 
Neb., and P. D. Osborn at Spokatt 
Wash. 


Griffin Succeeds Mooney 
Daniel E. Mooney, manager of . 
Alliance Life in San Francisco, has 
signed and will be succeeded ae 
Murray Griffin, former general agem 
St. Louis. 








C. A. McCay with Continental 


C. A. McCay has been appointed i 
eral agent of the Continental Assurat : 
in Joliet, Ill., where he will manage ‘ 
life department of the Oliver Realty os 
He entered insurance in casualty fe 
in 1919, three years ago, changing to 





can Life. 


: , ae), een 
insurance, since which time he has b 
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raging $20,000 monthly paid produc- 

a with the aid of six subagents. Mr. 
\cCay was born in Ireland of Scotch 
parents, going to California in 1909. 










Promoted at Los Angeles 


Mu The Equitable Life of Iowa has pro- 
moted Verne D. Whitnah to district 





Nebrakie ;anager in Los Angeles, in charge of 
Return, Ie development of his own unit of agency 
‘eld organization. He will work under 

Manager R. L. Hoghe. Mr. Whitnah 
is a graduate of the University of Illi- 

Of Colum pois and has been with the Equitable 
POntmen of Iowa since 1927. 

INSuraned 

Pierce with Mutual Trust 


William C. Pierce, a personal producer 
of the Mutual Benefit Life in Flint, 
Mich., for a number of years, has been 
appointed general agent by the Mutual 
Trust Life and is opening a new agency 





in his city. He has been in life insur- 
ance sales work about 10 years, before 
that having been a wholesale candy mer- 
chant. 


Made Minneapolis Manager 
B. J. Schramm has been appointed 
Minneapolis manager for the Kansas 
City Life. He has been in life insurance 
in that city for 12 years. 





Life Agency Notes 


Leonard H. Dittmer has been appointed 
office manager of the Fred M. McMillan 
agency at Los Angeles for the Penn Mu- 
tual Life. He comes from Davenport, Ia., 
where he held a similar position with the 
Karl Madden agency. 

Ford T. Palmer, who graduated from 
the University of Southern California in 
1934, was captain of its football team in 
1933 and has played on two national 
championship teams, has joined the Fred 
M. McMillan agency at Los Angeles for 
the Penn Mutual Life. 





TEED 





SALES MEETINGS 





Cuiiatry Life Agents Gather 





Two-Day Annual Sessions to Be Held in 
Springfield, Ill—Great Gains 
Made 





The Country Life of Chicago will 
hold its annual meeting and sales con- 
ference Feb. 20-21 at the Abraham Lin- 
coln Hotel, Springfield, Ill. It is antici- 
pated about 700 agents will attend. 
There will be prominent outside speak- 
ers in addition to the home office execu- 
tives who will take part: Donald Kirk- 
patrick, general counsel; Dr. John Bo- 
land, medical director; Howard Reeder, 
actuary, and L. A. Williams, general 
manager. The banquet will be held the 
first night. 

The Country Life has made great 





} agellcy 
western 
0 be it 


surailce 
ved them growth under General Manager Wil- 
tor for liams, who attributes much of its suc- 
he was cess to the interest shown by agents 
of New and large attendance at the 25 district 
m tht™™® meetings held during the year. The 
‘as ap: state is divided in five sections, meet- 

ings being held in cities most conveni- 
a ent for the agents. The company oper- 


by the ates only in Illinois. It has gained in 

ih life insurance in force every month and 

nan i very year since it started in 1929. Its 

oranct work is done largely through farm or- 

| cour gantizations, it being affiliated intimately 

ded in With them. 

On Jan. 1 the company contracted 

with WLS for a 13-week radio program. 

This period is an off season for the 

farmers and has done considerable to 

erated stimulate sales among this class. The 

rtford, program is part of the “Dinner Bell 

| Life Hour” on Tuesdays, Thursdays, and 

same Saturdays, at 12:55 p. m., as well as 
. time Thursday at 7:30 p. m. 


ent in As a result of these various activities, 
unt! the Country Life has more than $80,- 
tment 000,000 insurance in force, for the most 


part on the lives of farm people. 





s § Northwestern Mutual Group 
fa Will Gather at Home Office 





kane, MILWAUKEE, WIS., Feb. 13.—For 
the first time in its history, the General 
Agents Association of the Northwestern 
Mutual Life will hold its annual mid- 
Winter conference at the home office 
the here, Feb. 17-19. At the first segsions 


5 re- ——. executives and department 
A heads will confer with the general 
at at agents on major problems of joint in- 


terest and concern. On the final day 
the general agents will go into execu- 
ye session to conclude their business. 
-uther Allen, Atlanta, is president, and 
ser Roswell Pickford, Cedar Rapids, Ia., 





nce recretary-treasurer of the association. 
the ged the meeting was divided into 
Co. ree zone conferences, combining the 





re two years in a centrally located city, 
and this year for the first time the meet- 
ing will be held in Milwaukee. 
















Central Life of Iowa Rally 


“Greater Profit for 1936” Was Theme of 
General Agents Conference 
in Des Moines 








Nearly 50 general agents of the Cen- 
tral Life of Iowa attended the general 
agents conference in Des Moines, the 
home office city. John H. Leaver, vice- 
president and superintendent of agents, 
presided at the opening session. Other 
chairmen were L_ L. Mackey, Fort 
Dodge, Ia., M. G. Fox, Appleton, Wis., 
and G. T. Carlin, home office educa- 
tional director. 

Most of the discussions were led by 
general agents and dealt with definite 
phases of the theme “Greater Profit for 
1636.” 

Mr. Carlin presented the new train- 
ing course for new and veteran agents, 
while Assistant Secretary R. C. Camp- 
bell described the 40th anniversary pro- 
duction campaign. Assistant Actuary 
Peter Hondorp discussed various phases 
of home office cooperation. 

Rehabilitation of veteran agents, bet- 
ter selection of new agents and definite 
plans for training and working with 
them were emphasized. 


Sharp of General American 
Life Leads Agency Schools 


“What Should a Man Buy?” is the 
title of a five day school on the his- 
tory and fundamentals of life insurance, 
illustrated by practical examples from 
actual case work, which will be con- 
ducted in middle western cities by T. 
M. Sharp, agency supervisor General 
American Life, the first series to be 
given in Springfield, Ill, this week. 

Mr. Sharp’s first session is devoted 
to the history of life insurance from 
40 B. C., to the present time. Subse- 
quent sessions include analysis of life 
contracts; a discussion of the types of 
policies best suited to individual needs 
and illustrated by practical case situa- 
tions; and the various uses of life in- 
surance. Schools are scheduled in Mis- 
souri for Springfield, Feb. 17; Colum- 
bia, Feb. 23; St. Joseph, March 2. 











Bankers National Life Cruise 


The Bankers National Life conven- 
tion party of 45 people, including 26 
qualified producers, which went on a 
nine-day cruise on the “Queen of Ber- 
muda” has returned after a most enjoy- 
able trip. The banquet for the club 
members was held on board ship. Perez 
F. Huff, Pacific Coast resident vice- 
president, spoke. Home office officials 
accompanying the group were: Ralph 
R. Lounsbury, president; W. J. Sieger, 
vice-president, and Alexander White, 
assistant superintendent of agencies. Mr. 
Lounsbury addressed the members in 








A NEW NATIONAL ADVERTISING CAMPAIGN 


Mutual Benefit men like the way the Company’s adver- 
tising for 1936 is opening doors for them. “You'll find 
our representatives capable advisers,” the advertisements 
say. “They can discuss any type of sound insurance. 
They can tell you of the Mutual Benefit’s strength, how 
it has paid a dividend for every one of its ninety-one 
years and that no other company has a more liberal 
record. Keep a door open for the Mutual Benefit man 
when he calls.” 


The . 
MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


HOME OFFICE> NEWABRK+> NEW JERSEY 











IT TOOK 
TEN YEARS 


. . « to develop ADVERTISING FOR AGENTS that would bring 
certain, tangible and definite results. The first trial of this advertis- 
ing in 1934 helped a million-dollar producer write two millions... . 
In 1935 the same plan increased the production of fifteen Southland 
Life Agents. . . . In 1936 the number of eligible agents is increased. 


For information concerning our plan write to First Vice-President 
Clarence E. Linz, or to Vice-President and Agency Manager, Col. 


SOUTHLAND LIFE 


Insurance Company 


Harry L. Seay, President 
HOME OFFICE DALLAS, TEXAS 











INSURE YOUR EARNINGS 


—Slogan for “A. & H. Week—1936”—April 20-25 


@ Today send $2 to The Accident & Health Review, Chicago, 
to insure your getting the big special April “A. & H. Week 
issue as well as 1] other monthly copies. 
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General Agency Openings 
with 


A GREAT COMPANY 





GROWING GREATER 





A Company that has 


*Made a Gain in 
Insurance in Force 


during the past three years 
of more than $17,000,000.00. 


*A Liberal Contract 


(Both First Year and Renewal 
Commissions ) 


*Am Attractive Line 
ef Policies 


(designed to fit every need) 


*A Unique Sales 
Program 


Practical assistance and co-op- 
eration in the field 


Enjoy the advantages of 


COMMONWEALTH CORDIAL 
CO-OPERATION 


IT WORKS 





Write 
J. Herbert Snyder, 
Agency Vice-President. 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY. 











optimistic vein, and briefly reviewed the 
year. 





Newell Day’s Agents Gather 


Vice-president and Superintendent of 
Agencies H. E. Aldrich and Educational 
Director Eatl E. Smith at the head 
office of the Equitable Life of Iowa were 
guests of the Burlington, Ia., agency in 
celebration of the accomplishment of 
General Agent Newell C. Day’s organi- 
zation last year. That agency led the 
entire company in percentage of increase 
and stood fourth in percentage of allot- 
ment. Mr. Aldrich spoke to the agents 
on “The Day’s Work,” and Mr. Smith’s 
subject was “Building Your Own Mor- 
ale.” The wives of the agents were 
guests of Mrs. Day at a luncheon and 
the entire group attended the banquet. 





Detroit-Grand Rapids Meet 


DETROIT, Feb. 13.—G. F. Claypool, 
executive vice-president, and D. M. 
Phipps, superintendent of agencies of 
the Continental Assurance, spoke at a 
one-day sales congress in Detroit last 
week, and also at another session in 
Grand Rapids. Agents in the Detroit 
area gathered at the session in that city 
and, similarly, the Grand Rapids meeting 
was for agents in a large surrounding 
territory, Manager Frank Snell presid- 
ing. 





Franklin Life Meetings 


Fifty Texas agents of the Franklin 
Life of Springfield, Ill., qualified for the 
annual convention and school held this 
year at Mineral Wells, Texas, Feb. 
10-12. 

A. O. Merriam, investment vice-presi- 





dent; Rollin Young, agency vice-presi- 
dent; and Fred T. Boldon, auditor; rep- 
resenting the home office, held a one-day 
meeting of central Missouri agents at 
Springfield, Mo., Feb. 8 while on their 
way to conduct the Texas convention, 
where W. J. McGee, state supervisor, 
assisted. 

The principal subjects of discussion 
were “Prospecting,” “Selection in Accord- 
ance with Need,” “Human Interest Ap- 
peal,” and “Putting Sales Ideas to 
Work.” Vice-presidents Merriam and 
Young spoke on new investment angles 
and future plans in relation to business 
development. 





Hamlin Agency Meets 


Clay W. Hamlin, Buffalo manager, 
presided at a meeting of the Mutual 
Benefit Life agents in Buffalo with 150 
men from up-state New York and 
northern Pennsylvania in attendance. 
Speakers included E. E. Rhodes, vice- 
president, A. J. Kirkland and A. J. 
Riley, from the home office, Nathan P. 
Himmel and Louis C. Roth of the Ham- 
lin agency, and Dwight Goodrich of 
Rochester. 





Two Illinois Agencies Meet 


Two Illinois agencies of the Conti- 
nental Assurance held conferences, the 
D. C. Siegrist agency in Peoria and the 
P. H. Huffstetler agency in Decatur. 
The general agents presided and out- 
lined plans for 1936. D. M. Phipps, 
superintendent of agencies, discussed 
“Selling Methods Based on Specific 
Needs.” The Huffstetler agency was 
challenged by the Siegrist agency to a 
two months’ contest ending March 31. 








WITH INDUSTRIAL OFFICES 





Is Making Very Fine Record 


Henry Lee Drake, First Vice President 
Empire Life & Accident, Has a 
Cultural Background 








Henry Lee Drake, who became first 
vice-president of the Empire Life 
Accident of Indianapolis the first of the 
year, is a native of Savannah, Ga., and 
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HENRY LEE DRAKE 


at the age of 15 went to Indianapolis 
with his family. He entered Indiana 
University after graduating from high 
school and received his B. S. degree. He 
was captain of the debating team of his 
college and he organized Alpha Kappa 
Psi, a fraternity at Indiana University. 
Then Mr. Drake went to the graduate 
school of the University of Pennsylvania 
and got his master’s degree, known as 
the M. B. A., meaning master of busi- 





‘| some instances. 





ness administration. He has completed 


all the examinations of the C. L. U. and 
has gotten that degree. 

In the summer of 1920 be began work- 
ing for the Empire, covering debits in 
Indianapolis. Thus he obtained practi- 
cal experience in the field. He stayed 
out on the firing line until 1929 and then 
entered the home office, being made 
agency secretary. He worked in In- 
dianapolis and out in the field, being 
agency advisor. In 1932 he became man- 
ager of the ordinary department. He is 
a young man of ability, fine culture and 
filled with enthusiasm for his work. He 
established a conservation department 
in his company. Since he took charge 
of the ordinary department it has de- 
veloped materially. He has been third 
vice-president of the Empire. 

James M. Drake, president, and Henry 
Lee Drake, Sr., second vice-president, 
are brothers and are very active in the 
Empire Life & Accident. Henry Lee 
Drake, Jr., first vice-president, is the 
son of the second vice-president. 





Home Life Has Some Changes 





Philadelphia Company Announces De- 
partures in Its New Rate Book 
That Is Just Out 





* The Home Life of America with head 
office at Philadelphia has gotten out a 
new rate book, many important changes 
being made. Industrial premium rates 
and benefits have been increased in 
There are nine new 
industrial policy forms. All industrial 
policies contain standard, non-forfeiture 
provisions after three years and five year 
cash surrender values. The intermediate 
policies retain the three year loan and 
cash surrender values, which have been 
a special feature with them for over 
27 years. The special infantile policy 
and the 25 cent child’s thrift policy are 
discontinued. The new child’s thrift 
policy is issued in units of five cents and 
within the present limit is in full benefit 
for the maximum amount at the end 
of the fourth policy year or at age 5, 
instead of after 11 years as formerly. 
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Mr. Life 
Salesman! 


Do you want to make it 
easier for yourself to sell acci. 
dent and health insurance? 


Accident and health ig g 
mighty fine approach for the 
sale of life insurance. You can 
add to your income with acci. 
dent and health without hurt. 
ing your life sales. 


Perhaps you have thought 
the various accident and health 
forms too complicated to make 
it worth your while to master 
them. We have simplified the 
whole business by analyzing 
the accident and health poli. 
cies of all leading companies, 
giving full rate and classifica. 
tion information and put it be- 
fore you in a nutshell. 


The Time Saver 
For Accident & Health Insurance 


This book is a digest of the an 
nual, semi-annual and quarterly pre- 
mium payment policies issued by the 
principal companies. It gives every 
provision of over 800 policies and 
their limitations. All information is 
condensed with legal wording elim. 
inated for quick and easy reference. 


Financial statements for the com- 
panies are in the book and names 
of states where companies are li- 
censed are included. You do not 
have to know accident and health 
insurance to understand the Time 
Saver. 


By recent action of the Health & 
Accident Underwriters Conference 
the standard accident and _ health 
Manual has been completely changed 
and greatly simplified; there are 
now only four rating classifications, 
instead of ten as heretofore, making 
it much easier to understand. 


Most accident and health com- 
panies are changing their rates to 
conform to the new Manual. 


The new “Time Saver” will cover 
all these changes and will be issued 
promptly on April Ist. 


Reserve your copy on the form 
below and resolve to make yourself 
better posted on accident and health 
insurance and to write more business 
in 1936. 


SEND THIS ORDER NOW 


THE NATIONAL UNDERWRITER 
COMPANY, 
420 E. Fourth St., Cincinnati, Ohio 


Send to my address below.....-+: 
jee COODowe ees x of the 1936 edition 
of the Time Saver at $4.00 a copy 
when it is off the press. 

INGING: coi racce Cece oeaevce scree 
COE osc vcccdvecdensscevcoe 
Pe Once ere 
City and State...........se+ee00" 
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LIFE INSURANCE EDITION 








It contains more optional, non-forfeiture 
privileges after the third year. 

The alphabetical schedule of occupa- 
tional ratings has been improved and 
enlarged. An added feature to the book 
ig a section for single premium rates for 
immediate life annuities. 





Four New Companies Started 
in South Carolina Recently 





At least four new companies have 
been chartered recently in South Caro- 
‘fina to write business on the general 
weekly industrial plan. At the last ses- 
sion of the South Carolina assembly, a 
committee was appointed under a joint 
resolution to study and revise the in- 
surance laws of the state and there is a 
possibility that within the next year 
some legislation will be proposed that 
will make the organization of new in- 
dustrial companies more difficult. Be- 





cause of that possibility, the theory is 
advanced that the promoters who have 
contemplated entering the field, have 
decided to do so at this time, under the 
existing laws. 

The companies which have rather re- 
cently been chartered to write business 
on the general weekly industrial plan 
are: 

Officers Are Given 


United Security Life, Charleston, of 
which Bert L. Thornley is president; O. 
T. Wallace, vice-president; and Lawton 
T. Thornley, secretary and _ treasurer. 
This company was chartered April 29, 








1935. 

South Atlantic Life, Charleston, of 
which J. W. Orvin is president; W. H. 
Orvin, secretary and treasurer. This 
company was chartered Jan. 16. 

Pee Dee Life, Conway, of which J. K. 
Dorman is president; J. G. Lewis, vice- 
president and treasurer and J. R. Hol- 
bert, secretary. This company was 
chartered Jan. 21. 

Capital Life & Health, Columbia, of 
which L. L. Bates. is president; F. O. 
Bates, secretary and vice-president, L. 
L. Bates, treasurer. This company was 
chartered Jan. 13. 





W. R. Lathrop, Jr., Is Advanced 


W. R. Lathrop, Jr., has been made 
manager underwriting department of the 
Southern Life & Health. He began his 
work at the home office in 1934 after his 
graduation from college. He handled 
a debit at Pensacola, Fla., until the mid- 
dle of last year when he was trans- 
ferred back to the home office. He will 
take over some of the work formerly 
handled by P. P. Pepper, secretary- 
treasurer. Mr. Lathrop is 24 years old 
and a son of the late W. R. Lathrop, 
secretary-treasurer many years and one 
of the most prominent life insurance 
men in the south. 





Enters Industrial Field 


The American Citizens Life of Co- 
lumbus, O., has embarked in the indus- 
trial field, with C. C. Wachtel as man- 
ager of the new department. Ten men 
will be added to the staff. 





Columbian National Life 


en" Columbian National Life has put 
nto effect new annuity rates on the 
So-called standard basis, the same which 


18 nOW employed 5 
panies, y by most of the com 





New Official Set-up 


= PAUL, MINN., Feb. 13.—An ex- 
ended controversy over the manage- 
pe of the Southern Minnesota Benefit 
> 9 to have been ended with the 
i of new directors and officers. 
are - years ago the association passed 
. — control of the Modern Life of 
tain bi ; which it is understood will re- 
bo -~ rol under the new setup. The 
a cers are: Chairman, Robert F. 
rests President, L. E. Pope; vice- 
a Teman Thompson; secretary 

Treasurer, L. W. Hines; general 








NEWS OF LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. Supplementing the “Unique Manual- 
Digest,” published annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 




















New Type Policy Is Issued 
by Capitol Life of Denver 





A new family circle policy has been 
announced by the Capitol Life of Den- 
ver. This policy provides joint life 
20-year term insurance and was de- 
signed to fill the demand for adequate 
protection on all members of a family 
at a minimum rate, one of its features 
being that upon the death of any in- 
sured member of the family ready cash 
is immediately available to pay the bills. 
It also provides for conversion privi- 
leges at any time within 20 years, but 
prior to age 60. The policy is issued 
for a minimum of $500 and multiples 
of $250 above that amount, with no 
extra premium charge made for policies 
less than $1,000. Age limits are one 
day to 50 years, inclusive, subject to 
special rules for juveniles that may be 
required in some states. 


Features of Policy 


Standard risks only are acceptable, al- 
though fathers are acceptable at occupa- 
tional rating involving accident hazard 
only. Special non-medical form of ap- 
plication is provided for in amounts not 
in excess of $1,000; amounts over $1,000 
and not more than $2,500 will require 
additional short form examination. 
Amounts above $2,500 require additional 
short form examinations on all children 
and full form on all adults. No forms 
of additional benefits are granted- with 
the policy. 

In conjunction with the announce- 
ment of the new policy, the company 
is conducting a sales contest from Feb. 
1 to April 30. Among the prizes being 
offered to the winners are subscriptions 
to the Diamond Life Bulletins—Agents 
Service. 


Standard Life Boosts Rates 


The Standard Life of Pittsburgh is 
increasing its rates on all forms of poli- 
cies effective Feb. 15. The gross rate 1s 
increased, but the company remains on 
a 3% percent interest basis. Therefore, 
there will be no increase in reserves. 








Berkshire Life 


stated that the Berkshire Life had 
changed from a 3% to 3 percent basis. 
All business written by ‘the Berkshire 


3% percent basis. Since 1929 there have 
been three additional policy forms issued 


cies. On Jan. 1, 1936, all these contracts, 
with one exception, were withdrawn, and 
that one was changed from a 3% to 3 
percent basis. The preferred risk 3% 
percent contract was retired and a 3 
percent ordinary life policy was adopted 
as a substitute. Therefore for all prac- 
tical purposes the Berkshire Life has 
been a 3 percent reserve company for 
some time. 


Restrict Utah Outfit 
SALT LAKE CITY. Feb. 13—A 


temporarv injunction restraining the 
Wasatch Benevolent Societv. an assess- 
ment outfit. was granted bv District 
Judge Evans. The society, the insur- 
ance department claimed. refused to 
comply with the rules laid down bv the 
insurance commissioner for governing 
such insurance groups. The officers of 
the societv denied the commissioner had 
anv power over their operations. 

R. Rook, an alleged representa- 
tive of the societv. is charged in a crim- 
inal complaint with soliciting insurance 














manager, C. S. Peterson. 


set for March 9. 








MUTUAL TRUST 


LIFE INSURANCE COMPANY 







cnicacoe 
tLLINOIS 


TOWIN A. OLSON 
PRESIDENT 


“as cee OLD FAITHFUL 


DURING 1935 


Assets Increased ............ $ 2,208,192.00 
Gross Surplus Increased... $ 227,184.54 
Paid Policyholders and 

Beneficiaries in 1935........ $ 3,270,936.67 
Payments to Policyholders 

since Organization......... $ 40,308,244.26 
Insurance in Force............ $154,443,920.00 
Total Assets ................ $ 35,053,788.34 
Gross Surplus .............. $ 3,246,507. 1 





MUTUAL TRUST LIFE is a purely mutual full level pre- 
mium 3% reserve company and one of the twenty-four 
such companies in the United States. 


As Strong as the Strongest 

















In a recent listing as to change of | 
reserve basis in life insurance it was | 


Life since 1908 has been on the 3 percent } 
reserve basis, until 1929 when a pre- | 
ferred risk policy was brought out on a | 


on the 3% percent basis, all special poli- } 


without a license. His trial has been 
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OPPORTUNITY 


for Managers in Desirable Territory 


ete qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. ‘They will be given every pos- 
sible help to insure their success with this strong 
30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager’s contract that 
offers a real opportunity write 


S. M. Cross, President 


COLUMBIA LIFE 
INSURANCE CO. 


Cincinnati, Ohio 

















An Announcement 


BEcInninc January 1, 1936, all policies 
issued by this Company will be priced at 
rates based upon the American Experi- 
ence Table of Mortality and 314% in- 
terest. Tabular Reserves at that rate 
provide liberal non-forfeiture values. 


Our new policies are written under the 
most modern plan of life insurance and 
are devised to meet in the future, the 
kind of problems presented to both 
Agents and Policyholders by the late 
depression. 


We have a policy to meet any life insur- 
ance need—from short term to endow- 
ments, and they are all fully partici- 
pating. 





Agency openings in 











Illinois, Indiana 














Michigan and Missouri 


BANKERS MUTUAL LIFE Co. 
FREEPORT, ILLINOIS 


Founded in 1907 
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As SEEN FROM CHICAGO» 


WINDSOR UNIT TAKES LEAD 


The Jack C. Windsor unit of the War- 
ren V. Woody agency, Equitable of 
New York, in Chicago, had an out- 
standing production record in January, 
paying for $504,000, making it the lead- 
ing unit of the central department for 
the month. Mr. Windsor received his 
C. L. U. degree in 1930, and has always 
been a substantial personal producer. 
The unit has about 30 agents. 

ik ok 
HOUSTON IS A CANDIDATE 


Thomas J. Houston of Chicago, well 
known adjuster and former Illinois in- 
surance superintendent, has filed his pe- 
tition as candidate for state central 
committee for the 10th congressional 
district to come before the Republican 
primaries. 

ik ona 
RICKEY JOINS H. T. POWERS 


H. T. Powers & Co., compilers of es- 
tate reports, announces that R. M. 
Rickey, formerly in the life insurance 
business with the E. B. Thurman 
agency of the New England Mutual 
Life in Chicago, is now associated with 
the former organization. He was for- 
merly controller of the U. S. Gypsum 
Company, and later economist for the 
Southern Pine Association. He served 
as a public accountant and tax consult- 
ant in private practice. Since 1931 Mr. 
Powers has specialized as an organizer 
of estates. Last year his organization 
inaugurated a new service known as 
“Powers Estate Reports.” Since the 
first of this year he has discontinued 
all organization work and is concentrat- 
ing on the compilation of these reports. 
They are predicated on his conviction 
that the average man with property is 
better qualified to plan his estate in 
collaboration with his attorney and his 
life agent than any third party, pro- 
vided that he is equipped with a knowl- 
edge of the specific problems of his es- 
tate and the loss factors and with the 
knowledge of the practical solution for 
these problems. 

ok 3k oak 


STOCK SOLD TO S. A. LAMBERT 


Sale of the controlling interest in the 
Federal Reserve Life of Kansas City, 
Kan., and in the Agricultural Life of 
Detroit has now been made to S. A. 
Lambert, president of the Agricultural 
Life. At the public auction sale held 
by the receiver of the Fire Insurance 
Company of Chicago, which owned 
these shares, there were three bidders. 
In addition to Mr. Lambert, who sub- 
mitted a bid of $60,000, offers were 
made by Alex Green, president of the 
Federal Reserve Life, and J. A. Far- 
ber, president of the Service Life of 
Omaha. 

This week, when the receiver made 
his report to Circuit Judge Rush in 
Chicago, another bidder appeared on 
the scene. He was Bruce Brady of 
Cleveland, former assistant attorney- 
general of Illinois. He put in a bid of 
$61,000 and when the judge said he 
wasn’t interested in a bid of that fig- 


‘ure, Brady increased the bid to $65,000. 


Lambert then agreed to meet the $65,- 
000 figure and Brady increased his of- 
fer to $66,000. The hearing was con- 
tinued and when it was resumed Mr. 
Lambert submitted a bid of $66,001 and 
he was awarded the stock. 

The assets sold were 15,100 shares of 
Federal Reserve Life and a $300,000 
contribution certificate of the Federal 
Reserve, and 3,46614 shares of Agricul- 
tural Life. 

* * x 


SULLIVAN RATING RATERS 


_ James P. Sullivan, well known life 
Insurance man of Chicago, has started 
a series of articles in “Lightnin,” desig- 
nated as the “world’s humblest news- 
paper,” published every little while by 

















Rev. Elmer L. Williams, 4416 North 





Winchester avenue, Chicago. Mr, Sy. 
livan pays his respects to rating orgay. 
zations and states that his articles ay 
“an expose of the life insurance ratiy 
racket.” He captions his articles, “Ry. 
ing the Rater.” 
* * x 

CURRENT QUOTATIONS GIVEN 

H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, submits the following market 
quotations of life company stocks: 

Par Div. Bid Asked 


Actna Life ..... 10 -60 39 40 
Ailiance Life... 1 Bete 1 2 
Bank, Natl. Life. 10 1.00 20 23 
Cal.-West. St. L. 5 Sere 17 19 
Central Life, Ill. 10 3 


Colonial Life ...100 10.00 210 250 
Columbus Nat. L..100 4.00 95 110 
Conn. Gen. Life. 10 .80 45 47 
Cont. Amer. Life 10 1.20 30 35 
Cont. Assurance. 10 2.00 43 45 
Farm. & Tr. L..100 10.00 185 205 


Federal L., Chgo. 10 os 5 10 
Gen. Amer. Life. 10 cre 45 a 
Girard Life ..... 10 .40 10% 12 
Great. Nor. Ls... 10 ers 6% 8 
Grt. South. L... 10 2.50 30 32 
Life & C.(Tenn.) 2 ay 7 8 
Este: OF Vdis 0.060 20 3.00 92 100 
Lincoln Natl.... 10 1.20 34% 36 
Mo, State ....... 10 ies % y 
Nat. Life & Acci. 10 1.20 55 58 
New World Life 10 *.40 7% 8% 
Northw. Natl.... 5 aay 14 16 


North Amer. .... .2 er 4 4% 
Ohio National... 10 1.00 23 mn 
Ohio State Life.100 10.00 225 e 
Old Line Life... 10 -60 14 14% 
St. Louis Mut. were ‘ fe 


BUN Tate sccecn's 14.00 

TETONVCIONS, ce¢ sce 100 16.00 635 645 
Union Central .. 20 1.20 35 a 
Wisconsin Natl.. 10 50 15 17 


* OK OK 
JAMES S. KEMPER A CANDIDATE 


James S. Kemper, president of the 
Lumbermen’s Mutual Casualty of Chi- 
cago, vice president General Mutual Life 
of Van Wert, O., and head of many 
mutual companies and organizations, is 
brought forward as a candidate for dele- 
gate to the Republican national conven- 
tion from the tenth Illinois congres- 
sional district. Former Congressman 
James Simpson is the other candidate 
running with Mr. Kemper. Mr. Kem- 
per’s candidacy is being promoted 
largely by the Young Men’s Republican 
Clubs of the north shore, the tenth con- 
gressional district, starting from Irving 
Park boulevard in Chicago and running 
up northward. ¥ 

Mr. Kemper resides in Winnetka, Ill. 
He has the backing of all the ward or- 
ganizations in Chicago and the north 
shore committeemen. He acted as chaif- 
man of the Illinois finance committee i 
the 1928 Republican campaign. The 
committee back of his candidacy con 
sists of the foremost professional an 
business men and women in the dis 
trict. Mr. Kemper served as one of the 
insurance directors of the United States 
Chamber of Commerce for a number of 
years and is now chairman of the exec 
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NIRELOW CAR 


If interested in territory in 
Minnesota, Oklahoma, Tex- 
as or Missouri write today. 


MODERN LIFE 


INSURANCE COMPANY! 
M. A. NATION, Vice-President & Secy- 
St. Paul, Minn. 
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= 
tive committee of the insurance division 
of the Illinois chamber of commerce. 
Mr. Kemper is a native of Van Wert, 
0, having been born there. He is a 
aduate of the University of Dayton, 
0, He started his career in the office 
of the. Central Manufacturers Mutual 


Chicago in 1911, where he was appointed 
manager of the western department. He 
is a past president of the National Asso- 
ciation of Mutual Insurance Companies, 
National Association of Automotive Mu- 
tual Insurance Companies, the Federa- 
tion of Mutual Fire Insurance Com- 
panies and vice-president of the National 
Association of Mutual Casualty Com- 
panies. He is one of the most promi- 
nent insurance men in the country. 

H. Fred Wuehrmann, president Up- 
town State Bank, opened the post 
prandial program, following the lunch- 
eon tendered Mr. Kemper at the Union 
League Club Monday by many inter- 
ested in his candidacy. James D. Cun- 
ningham, president Republic Flow 
Meters Company, presided. Mrs. Bertha 
Baur, Illinois Republican national com- 
mitteeman, spoke and heartily endorsed 
Mr. Kemper. C. M. Cartwright, THE 
NaTIONAL UNDERWRITER, spoke for the 
Ohio Society of Chicago and the insur- 
ance interests. Others who spoke 
briefly were George P. Rinn, president 
Philip Rinn Company; William Feigen- 
butz, committeeman 45th ward; Alder- 
man John A. Massen, committeeman 
48th ward; Harry A. Riley, committee- 
man 49th ward; Louis Nettelhorst, com- 
mitteeman 50th ward; Henry Fowler, 
committeeman New Trier township; 
B. H. Miller, chairman Lake county; 
Thomas J. Houston, 10th district state 
central committeeman. John J. Hoellen, 
committeeman 47th ward and W : 
Ericson, committeeman, Evanston, could 
not be present but their organizations 
have endorsed Mr. Kemper. 

On Mr. Kemper’s committee are dis- 
tinguished citizens, among them Graham 
Aldis, Clifford W. Barnes, Col. George 
T. Buckingham, Manager W. M. Dewey, 
Edgewater Beach Hotel; James B. For- 
gan, Jr., Ralph R. Hawxhurst, H. C. 
Hintzpeter, manager Mutual Life of 
New York; Samuel M. Hastings, George 
B. Dryden, Henry R. Platt, Jr., and 
others. 

Mr. Kemper urged a return to busi- 
ness principles in government, dwelling 
particularly on the enormous expendi- 
tures, rapidly mounting taxation and 
danger of undue inflation. 

Mr. Kemper pictured the debacle that 
would result if France devaluated, as it 
now threatens to do. For the first time 
in months, gold left the United States 
last month, he declared. 

If France devaluates, interest rates 
will rise to the detriment of the small 
debtor, he declared. Many businesses, 
fearing higher interest rates, are refi- 
nancing their obligations. 

Inflation would work tremendous 
hardship on life insurance policy hold- 
ers and small investors, he warned. 

_I am glad to run as delegate to the 
National Republican convention be- 
cause I’m not so sure that 1940 won’t 
be too late.” 

eee 
JESSE SMITH’S ANNIVERSARY 


_Jesse E. Smith, one of the Pruden- 
tial’s Chicago managers, on Lincoln’s 
birthday rounded out 35 years service 
with the company. He had been con- 
nected with the sporting goods house 
of Throsen & Cassidy in his city and 
Went with the Prudential as an agent, 
then became general agent and was ap- 


- Illinois in 1905. He has built one 
ot the top agencies of the company 
in the central west. He gave a dinner 
ednesday evening to a number of his 
aes in commemoration of the event. 
bs Smith moved his office some 
tonths ago to the new Field building. 
xk kK * 

Ps H. BRENNAN FORGES AHEAD 
Fide James H. Brennan agency of the 
in elity Mutual Life in Chicago is mak- 
ag Progress, Mr. Brennan took 

Be of the office last July but did 


Fire of Van Wert in 1905 and went to’ 


September. He canceled all but two 
contracts, made a fresh start and now 
has 10 full time men. The office has 
been modernized physically. Paid pre- 
miums in 1935 showed an increase of 
more than 50 percent over 1934 and the 
business thus far in 1936 is far ahead 
of the past two years. 

Mr. Brennan has been making sev- 
eral appearances before life underwri- 
ters organizations and will appear soon 
in Champaign, III. 


N= YOR 
NEWS 


SEEK INTEREST LIMITATION 
A bill has been introduced in the New 
York legislature limiting the interest on 
new or renewed policy loans to 4% per- 
cent. 











* *K * 
CAMERON & CHAMBREAU CHANGE 


The firm of Cameron & Chambreau, 
consulting actuaries and accountants in 
Chicago and Washington, D. C., dis- 
solved partnership. J. C. Cameron will 
continue as consulting actuary in Chi- 
cago and will announce his new loca- 
tion in the near future. W. W. Cham- 
breau has taken over the firm’s offices 
in the Harris Trust building, Chicago, 
and the Investment building, Washing- 
ton. He will continue to specialize as 
heretofore in tax consulting work for 
life companies. Both men are experts 
in their line. 

ee ae 


MURRELL AGENCY A LEADER 


The group department of the T. G. 
Murrell agency of the Connecticut 
General Life in New York City led all 
its agencies in production for 1935 and 
Blake Harrison, manager of the depart- 
ment, is receiving congratulations. Mr. 
Harrison, a North Carolinian, entered 
the insurance business with the Con- 
necticut General in 1928 and the fol- 
lowing year became group representa- 
tive in North Carolina and Virginia. In 
1933 he was put in charge of the group 
department of the Murrell agency. Since 
1929 he has been the leading group man 
in the company in amount of premiums 
or number of cases written in each year 
except one. 


Northwestern Union Report 





Illinois Insurance Department Gives 
Main Features of the Company Fol- 
lowing the Examination 





The Illinois department has issued its 
report of the examination of the North- 
western Union Life of Ottawa, Ill, as 
of Nov. 1. It is a legal reserve company 
and was licensed July 31, 1923. The 
examination report, shows assets $327,- 
195, capital $113,050, net surplus $13,417. 
The mortality ratio has been very fa- 
vorable, indicating careful underwriting 
practices. Claim settlements have been 
made promptly. The department says 
that there has been a lack of qualified 
agency organization which has resulted 
in a substantial loss of business. B. H. 
Reck is president, serving without sal- 
ary. L. C. Carroll, secretary and sec- 
ond vice-president, is the chief operat- 
ing officer. John H. Turnbull is agency 
director. It operates only in Illinois. 
The management is contemplating plac- 
ing all its reinsurance with the Alliance 
Life of Peoria, II. 

The premium income for the nine 
months was $45,708, total income 
$54,463, disbursements $52,411, insurance 
in force $2,731,242. 


Official on Trip 
O. T. Sullivan, superintendent of the 
agents of the United Life & Accident, 
Concord, N. H. is on a business and 
vacation trip in the south. He will re- 
turn to the home office about the middlé 
of March. 
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WHEN WOMAN’S PLACE 
WAS IN THE HOME 


Back in the ’90s, when woman’s place was in the home, the desire 
of our forebears to give greater security to those early homes was 
one of the causes back of the founding of Yeomen Mutual Life. 
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From that day to this, Yeomen Mutual Life has grown around 
this principle that SECURITY COMES AHEAD OF ALL 
ELSE. That is why over 60% of Yeomen Mutual assets are kept 
in government and municipal bonds, and why a surplus several 
millions above legal requirements is constantly maintained. 


“Service Through the Years’ 


Hlome 


Office, Des 
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LEGAL RESERVE FRATERNALS 





N. F. C. Sections Gather Soon 


Details Being Completed for National 
Fraternal Congress Gathering in 
Chicago Feb 21-22 








Further program details for the mid- 
winter meeting of the National Fra- 
ternal Congress in Chicago Feb. 21-22, 
are announced this week. The Fraternal 
Law Association, affiliated organization, 
and the Press Section programs were 
announced. : 

Adams Will Preside 


H. W. Adams, Beloit, Wis., attorney 
and president of the law association, will 
preside at the sessions, which will con- 
tinue through the two days. Richard 
F. Allen, Topeka, Kan., general coun- 





sel Standard Life Association, secretary 
of the law association will assist. 

Joseph F. Sheen, Chicago attorney, 
will present a paper on timely legal 
topic of interest to fraternal lawyers. 
William E. Mooney, Chicago attorney 
will read a paper on “Exemption of In- 
surance Moneys from Attachment by 
Creditors.” 

James M. Miller, Chicago attorney 
will give a paper on “The Constitution- 
ality of the Fraternal Code.” Dean Ed- 
ward T. Lee of the John Marshall Law 
School, Chicago, will speak on “George 
Washington” at the joint N. F. C. and 
law association luncheon in the Congress 
Hotel, Feb. 22, and Peter F. Gilroy, 
president of the congress, will be toast- 
master. 

Several lawyers will discuss new deal 
legislation, and there will also be a gen- 
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North Dakota 
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Insurance Contracts 
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A Leader = Not A Follower 
Vv 


Field Representatives Are Human. They Like to Know They 
Are Associated with a Company That Is Up-to-Date. 


On January 1, 1936, we issued a Complete NEW LINE OF 
POLICIES. American Experience Table of Mortality—3% 
Interest Basis—(Now Used by Leading Insurance Companies). 


You will be Interested in Our Literature. 
Write 
Equitable Reserve Association 
NORTON J. WILLIAMS, Vice President 
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eral discussion on unemployment in- 
surance, social security act and tax 
suits. 

Austin J. Calhoun, Memphis, Tenn., 
attorney, is vice-president, and by cus- 
tom is in line for the presidency at the 
annual meeting which will be held next 
August. 


Press Section’s Plans 


The Press Section will hold a get to- 
gether breakfast at 8 a. m., Feb. 21, 
to be attended by the congress officials 
who will speak. The editors will con- 
tinue their meeting until noon time, and 
then will be free to attend other section 
meetings. 

The breakfast program will include 
short addresses by President Gilroy of 
the N. F. C., Past President J. C. 
Karel, Mrs. Dora Alexander Talley, 
president of the Presidents Section, F. 
F. Farrell, executive secretary and man- 
ager N. F. C. S., Walter Basye, “Fra- 
ternal Age;” Editor Dodgson, ‘“Fra- 
ternal Monitor” and Editor Bird, “Fra- 
ternal Field.” A specially interesting 
discussion will be “Fraternal Phraseol- 
ogy” led by Editor McCain. 

H. L. Rosenblum, Woodmen of the 
World, Omaha, president of the section, 
will preside, assisted by Mrs. Mary 
Baird, Woman’s Benefit Association, 
secretary-treasurer of the section. 

Tentative program has been prepared 
for the Presidents’ Section meeting ex- 
tending over the two days. President 
Peter F. Gilroy will extend greetings. 
Thomas H. Walker, president Junior 
Order United American Mechanics and 
vice-president of the Presidents Section, 
will give an address. 


Presidents Section Program 


Mrs. Frances Buell Olson, president 
Degree of Honor Protective, will talk 
on “Lodge Activities,” with discussion 
by E. W. Thompson, head of the Macca- 
bees. In the afternoon the first day 
N. J. Williams, vice-president Equitable 
Reserve, will talk on “More Efficient 
Training by Our Field Forces,” followed 
by general discussion. Bina West 
Miller, president Women’s Benefit, will 
give a paper on “Interesting Young 
People in Fraternalism,” with discus- 
sion by S. H. Hadley, president Pro- 
tected Home Circle and vice-president 
of the N. F. C. 

The second morning there will be a 
joint meeting of all sections, including 
the Fraternal Society Law Association, 
to discuss the tax situation with Rainey 
T. Wells, general attorney Woodmen of 
the World, leading. 


To Hold Joint Luncheon 


The Presidents’ Section will meet at 
luncheon with the law association to 
hear an address on “George Washing- 
ton” by Dean Edward T. Lee of the 
John Marshall Law School, President 
Gilroy being toastmaster. 


Western Catholic Union Is 
Placed on 314, Percent Basis 








The Western Catholic Union of 
Quincy, IIl., is issuing all new certifi- 
cates on American Experience 3% per- 
cent table. The new contracts include 
an option under which members may 
direct payment of benefits to benefi- 
ciaries, either in lump sum on annual 


‘or monthly instalments, and also a draft 


for one-tenth the face payable on death, 
when endorsed by the secretary and 
treasurer of the local branch. The 4 
percent American Experience certificates 
of members will not be disturbed by the 
change. 


Bradshaw Goes to Atlanta 


A. S. Bradshaw, Texas state manager, 
has been transferred from Dallas to At- 
lanta, Ga., as manager by the Ben Hur 
Life. He has served the society 26 
years. He was president Texas Frater- 
nal Congress last year. 








Michigan Congress Elects 


Sandor Engel, Woodmen - of the 
World, was elected president of the 


— 
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Nobody in Texas Town of 
500 Has Life Insurance 

















Februa 












KEENE, Tex., Feb. 13.—No. 
body in this Texas town of 509 
people carries life insurance. The 
citizens, all Seventh Day Advent. 
ists, believe that Christ will return 
in this generation. He is their 
life insurance, they say. 
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Michigan Fraternal Congress at the ap. 
nual meeting in Detroit. Other officer; 
are: First vice-president, Alda Ortwine 
Woodmen Circle; second vice-presiden 
Maybel Standler, Degree of Honor Pro. 
tective; third vice-president, F. E, Wis. 
well, Protected Home Circle; secretary 
J. B. Baker, Maccabees; treasurer 
“fade L. Hewlett, Chicago Fraterna| 
ife. 





Ben Hur Life Increase 


The Ben Hur Life last year made sub. 
stantial gain in adult business and had 
more than 52 percent increase in appli. 
cations in the junior department. 


Makes Membership Gain 


The Protected Home Circle of Sharon, 
Pa., closed 1935 with net gain of 3,257 
members, of whom 1,246 were in the 
adult department and 2,006 junior. In- 
surance in force gained approximately 
$1,200,000 and assets increased over 
$450,000. 


L. N. Stanley Is Dead 


L. N. Stanley, 70, former president of 
the Praetorians of Texas, died at his 
home in Marlin, Tex., from a heart at- 
tack. He had been prominent in fra- 
ternal insurance in Texas for many 
years. 


Oklahoma License Denied 

The Oklahoma fraternal ‘ insurance 
board denied 1936 license to the All 
American Life of Oklahoma City, and 
ordered the company to refrain from 
writing in the state. O. H. Searcy was 
elected chairman of the board, and Jess 
G. Read, secretary. 





Dr. William R. Ward, medical director 
Mutual Benefit Life, spoke at the Central 
Presbyterian Church in Newark on 
“Abraham Lincoln.” 


J. L. Thomson, chairman of the finance 
committees of the Hartford Fire and the 
Hartford.Accident Indemnity, is elected 
a director of the Connecticut Mutual Life. 
In 1914 he formed with the late Hart C. 
Fenn a partnership, known as Thomson, 
Fenn & Co. in which capacity he con- 
tinued until he retired in 1928. 








FORTIETH 
ANNIVERSARY 


@ Backed by forty years of 
service and progress and 
facing another era of 
achievement. 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebr. 


A legal reserve, fraternal benefit 
society which insures women 
and children 
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“KALES IDEAS AND SUGGESTIONS 















Significant Advice Given at 
Indianapolis Congress 









Over 200 agents attended the Indiana 
fe insurance sales congress in In- 
jianapolis, sponsored by the Indianap- 
lis Association of Life Underwriters. 
_L, Rainey, president Indianapolis as- 
sociation, welcomed the guests and in- 
roduced representatives of organiza- 
tions that cooperated in arranging the 
sales congress, including E. A, Crane, 
trustee National Association of Life Un- 
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” derwriters. H. L. Rogers, president In- 
ade sub- Miiana Association of Life Underwriters; 
and had ME, B. Harris, vice-president general 
n appli- Magents association; H. A. Luckey, presi- 
dent Indiana Insurance Federation; 
3 Carl McCann, president of Indianapolis 
un chapter C. L. U., and C. C. Jones, Jr., 
Sharon, jqclairman sales congress, who presided 
of 3,95) at the sessions. 
in the Former New Zealander 
or. In- 9% Gives Reactions to Business 
— E. J. Wilson, production manager R. 
"lic. Engelsman agency, Penn Mutual 
Life in New York City, told of his va- 
tied experience. He was born in New 
Zealand and was an acrobat on the 
dent of Myaudeville stage, department store clerk 
at his Mand reducing machine salesman in New 
art at- York before finding his life work in life 
in fra- insurance. He entered the Engelsman 
many MBagency in March, 1930, and in his first 
nine months sold 46 cases, and has aver- 
aged 75 a year since. 
d Taking as his subject, “There Are No 
stile Strangers,” title of a book which he 
e All jm Wrote, he discussed the philosophy back 
: a of that title. It makes a big difference 
hee in selling, he said, when people are 
"= friendly and it is easy to talk to them 
i len about their insurance affairs. It helps 
greatly for the agent to know what 
he is going to say before he calls, to be 
rector jm sitcere about what he is selling, to own 
entral [4 fair amount of it himself. 
on 
Borrowed Money to Buy 
nn Policy for Effect on Morale 
id the He said he borrowed money to buy 
oe a substantial policy when he entered the 
tc fg Usiness in order to feel the necessity 
mson, of earning money to keep it up. He 
con- @@ Said he believed the reason Mr. Engels- 
man is so successful is that he carries 
wes f °-°0,000 life insurance. 


The new agent would like to have an 
unlimited supply of friends to whom to 
sell insurance but this is seldom the 
case. Most agents begin business with 
but few friends who are able to buy in- 
surance and are therefore not particu- 
larly good prospects. His experience 
proved, however, that plenty of insur- 
ance can be written regardless of 
whether the new agent has an extensive 
acquaintanceship or not. 


Life Insurance Selling 
Simple if Properly Done 


Selling life insurance is really a sim- 
ple undertaking, he said. The first 
thing to figure out is what will most 
! likely appeal to the prospect and the sim- 
: plest way to put it up to him. In New 
Zealand health conditions are good, 
murders few and far between and rack- 
tts practically unknown. The philosophy 
ot the people is to look forward to a 
Peaceful old age. This led Mr. Wilson 
to sell retirement policies with an ap- 
peal to the selfish instinct of man— 
money for future delivery. 

€ said his office believes in organ- 
zed sales talks and new men are trained 
along this line. Mr. Wilson makes. it 







e 4 point to get his prospect examined as 

Soon as possible and not give him too 
- much information before the examiner’s 
i Teport is obtained. 






L. G. Simon, Equitable Life of New 








York and member in New York City 
Million Dollar Round Table, gave his 
talk on “The A B C of Business Life 
Insurance” which has been presented 
recently in this publication. Mr. Simon 
was questioned from the floor. An in- 
quiry as to whether more insurance 
than the present value of the business 
should be sold, brought the answer that 
John Wanamaker bought $1,500,000 of 
life insurance when his business was 
worth only $500,000, because he saw 
this would give him credit with the 
banks, which it did. 


Simon Gives Answers 
to Several Questions 


Another question brought out that 
if the surviving business partner does 
not exercise the option to buy, the es- 
tate can cash the policy. If one part- 
ner is uninsurable, double insurance is 
taken on the life insurable and, should 
the uninsurable partner die first the pol- 
icy is then liquidated and proceeds used 
as intended. Where a son is partner 
and the father wants the son to have 
the business at his death, insurance is 
needed to absorb the shock to the busi- 
ness due to the father’s death. 

Mr. Simon told of a large corporation 
which put out a $1,000,000 bond issue 
during boom days to build an addi- 
tional plant. Life insurance was sold 
to support the bonds. In event of 
death of the head the bonds were pay- 
able at par. The insured man was 
drowned six months afterward, the 
bonds being paid off with the $1,200,000 
policy and $200,000 proceeds paid to the 
family. 

Business insurance should not be 
made payable to the corporation but to 
the surviving partner to buy the other 
interest, this to avoid heavy tax penal- 
ties, Mr. Simon said. It is a good 
idea to have the form of agreement 
prepared for the concern’s lawyer in ad- 
vance and to suggest that his advice is 
desired simply to determine the legality 
of the form. 


Northwestern Mutual Man 
Discusses Mental Attitude 


At the afternoon session, B. C. Nel- 
son, special agent home office agency 
Northwestern Mutual Life, a consistent 
producer of business averaging 115 
lives a year, spoke on “Prospecting and 
Mental Attitude.” He carries a survey 
of his own insurance and finds prospects 
are glad to look it over. 

Mr. Nelson believes in joining or- 
ganizations, civic movements, church 
and others, to broaden his acquaintance- 
ship. “Get policyholders and friends on 
your payroll, to work for you without 
pay,” he said. “Use only friends who 
like you, whose personalities click with 
yours. Use only those who respect and 
admire your ability and your knowledge 
of life insurance, 

“Tet’s learn to meet people well; 
learn to call them by name—first name 
if possible. Remember folks always 
like to deal with those folks they know 
and have confidence in. Keep physically 
fit, this is very important. 

Taking Part in Civic 

Work Is Very Helpful 

“My best prospecting is connected 
with civic work. We owe something to 
the communities in which we live!’ Let’s 
be a part of our community and not be 
satisfied. just to make a. living in our 
community. 

“Smile and be courteous. Be cheer- 
ful. and optimistic always—who wants 
to deal with a fellow with a long face? 





Remember we are actors as we go about 
—let’s be good actors and tell our story 
earnestly and enthusiastically as though 
we mean just what we say.” 

As proof of the variety of business he 
writes, Mr. Nelson gave the following 
as his business record for 1935: 77 lives 
on ordinary life plan for $213,000; eight 
lives limited pay life, $9,000; 30 lives, 
endowment, $50,000; seven, family in- 
come, $87,653; two, survivorship, $4,000; 
seven, term, $57,000; two, annuities, 
$9,066, total $429,659. 


General Agent Fowler 
on Thinking It Through 


The last speaker, L. D. Fowler, gen- 
eral agent Connecticut Mutual Life, 
Cincinnati, spoke on “1936 Will Reward 
Thinkers.” “We often hear it said that 
life insurance is money,” he said. “What 
we think we radiate. If we believed 
life insurance is money it would be 
easier to sell, as people want money.” 

Life insurance is the only institution 
that studies how to pay back as much 
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as is possible to its patrons, he said. 
He outlined how life insurance has 
‘served to develop civilization in this 
country by furnishing funds for build- 
ing of homes, for utilities, good roads, 
schools, railroads. He pointed to the 
backwardness of European countries in 
standards of living as compared with 
the United States and declared that, if 
life insurance were withdrawn from this 
country, it would put back civilization at 
least 50 years. 


Gives Some Qualities 
of the Successful Agent 


“The successful agent is ambitious, 
has the motive of courage, knows his 
business, has the proper mental atti- 
tude, his finances are in good shape and 
his home conditions are right,’ Mr. 
Fowler said. “The failure will be found 
to be lazy, afraid, with little knowledge 
of the business, poor mental attitude, 
lacking ability to express himself, is 
broke and his home conditions are full 





of discord.” 





Life Insurance Selling Is No 
Task for Boondogglers 





Boondoggling has no place in life in- 
surance selling, Russell P. Thierbach, 
assistant director of agencies North- 
western Mutual Life, told the Bills 
Sales Conclave of Chicago, organiza- 
tion of graduates and studeuts in the 
salesmanship ccurses of Northwestern 
University. Mr. Thierbach is the author 
of the sales treatise, “Why Not Try It?” 
published by the Diamond Life Bulle- 
tins. 

There are, instead, six fundamentals 
which produce success in sales work: 
Knowledge, health, prospecting, presen- 
tation, time control and mental attitude 


Six Factors of Success 
Susceptible of Control 


“As you view this list,’ Mr. Vhier- 
bach said, “you will see that practically 
all of them can be controlled by you. 
Barring a serious physical handicap, 
they can all be controlled by you. 
No matter how well off you are in one 
or more of these factors, there is 
probably still a margin between your 
proficiency in them, and the ultimate. 
Peculiarly, a very small improvement 
in any one of them will doubtless pro- 
duce a large increase in your volume 
of business, 

“A boom can lie ahead for the sales- 
man of any commodity, if he will take 
the steps necessary to improve his own 
position. There is really nothing mys- 
terious about success in selling. A sale 
is the result of a cause, or a combina- 
tion of causes. Create the ‘cause’ and 
the result—a sale—follows. In direct 
answer to the challenge contained in the 
quotation, we as individuals can investi- 
gate fully so that we may have a clear 
understanding of the ‘causes’ which re- 
sult in a sale, and then by intelligent ap- 
plication of them, enjoy the full benefits 
of our own ability. 


Declares Salesmen 
Now Important Factors 


“The late hardly lamented depression 
has not been entirely in the red. As we 
emerge ffom it, we can see rather 
clearly that the salesman is a more im- 
portant factor in our national life than 
he has usually been credited with being.” 

Mr. Thierbach told of sales investiga- 
tions started by his company about 1930, 
and briefed some of the conclusions. 
The company first sought knowledge 
on the relationship of effort and success 
in the sale of life insurance, now known 
as time control. ; 

“Somehow or other,” Mr. Thierbach 





said, “salesmen as a rule shy at the idea 
of time control. This is too bad because 
they are denying themselves the value of 
a straight and narrow path to a very 
direct goal. Time control doesn’t neces- 
sarily mean hard work. It may mean 
less work, and it certainly means the 
elimination of wasted time.” 


Men in Experiment 
Beat the Depression 


Hundreds of men were under obser- 
vation during the period 1929-1936. 
They faithfully followed a plan for the 
elimination of waste motion, and suc- 
ceeded in beating the depression. 

“Certainly if a plan succeeds during 
a depression, much can be hoped for in 
good times,” Mr. Thierbach - said. 
“Among other things, this experimenta- 
tion gave substance to ‘the law of in- 
creasing returns.’ It was seen that if a 
man added 25 percent of time to a base 
week of 36 hours, he virtually doubled 
his production. 

“These men were able to keep the 
value of their effort above the general 
trend. By the elimination of waste mo- 
tion they were comparatively better off 
during the depression than they had 
been before it. 


Value of Energy Factor 
Is Given Emphasis 


“The value of one’s energy factor can- 
not be over-estimated. In the light of 
this study it. seems foolish for one to 
place his hope for progress in a wind- 
fall rather than upon his improved use 
of his own time. Salesmen do not make 
footprints in the sands of time by sit- 
ting down. 

“The past ten years have brought 
much discussion about the advisability 
of using prepared. or as a great marv 
people like to say—canned sales talks. 
Now as a matter of fact, all sales talks 
are canned sales talks. No one has the 
ability to create new set of facts for 
each presentation of his commodity. 
Give him similar situations and he will 
say the same thing time and time again. 
Because this is so, it is definitely advan- 
tageous to have prepared sales talks. 
These sales talks must be just as fine 
as they can possibly be. We are ad- 
vocating the use of sales talks in vari- 
ous degrees of preparedness. 5 

“That would be the first degree in 
the scale. The second step is to use 
definitely memorized talks prepared by 
yourself, if you have an objection to 
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using those prepared for you by others. 
If this doesn’t appeal, why not thor- 
oughly memorize and carefully rehearse 
key paragraphs about your product so 
that they are kept constantly in mind 
in outline form, and may be called upon 
any time for help during the interview. 

“Certainly printed or typed proposals 
—a fourth variation in prepared presen- 
tations, can be used by you. This may 
take the form of your company’s sales 
kit or catalogue, or any one of the nu- 
merous methods at your disposal for 
visual presentation. Certainly the pre- 
pared presentation has a virtue of start- 
ing at a beginning, and finishing at an 
end. 

“At one point in this experimentation, 
we were able to establish a fact on the 
value of prepared canvasses. Over a 
period of two months a group of 24 
men naturally isolated themselves into 
two groups, the first being those 
younger men who had been thoroughly 
trained in the use of prepared canvasses, 
and the second group, veterans who ha 
a rather complete disregard for the idea, 
and made their solicitations in a hit or 
miss manner. At the end of eight 
weeks, group one earned almost 100 
percent more money than did group two. 


Prospecting Termed First _ 
and Most Important Function 


“Tt is evident in my business that 
success begins with prospecting; upon 
the life insurance man’s ability to rec- 
ognize situations that depend for cor- 
rection upon a thorough and compre- 
hensive use of life insurance. 

“These six years of effort have defi- 
nitely established the importance of 
mental attitude in successful selling. 
There is no inclination on my part to 
attempt to define mental attitude, or go 
into the psychological aspect of this 
factor. It is sufficient to say, I be- 
lieve, that successful selling depends to 
a considerable degree upon one’s ability 
to maintain a positive mental viewpoint 
toward his product, his associates, his 
prospect, and certainly toward himself.” 








ACCIDENT—HEALTH 

















Half-day Congress Packed with Ideas 





Cramming a comprehensive, high- 
powered program into a half day session 
was the achievement of Chairman T. M. 
Green and his committee at the 17th 
annual sales congress of the Oklahoma 
Association of Life Underwriters held at 
Oklahoma City with attendance of 325. 
The nationally known Coffin-Engelsman 
team (V. B. and R. G., respectively) 
kept their audience on the qui vive for 
an hour or more, dealing with sensible 
selling, culminating in a practical dem- 
onstration of a good job of selling by 
Mr. Engelsman to the hard-boiled pros- 
pect, Mr. Coffin. 


Coffin, Engelsman Contribute 


They pointed out that success in writ- 
ing life insurance is definite if the sales- 
man’s eye is kept on fundamentals. 
First principles were outlined as adopt- 
ing a practical program of prospecting, 
improving salesmanship and controling 
time. Today’s salesman must do a bet- 
ter job than ever, and is equipped to do 
so because the depression forced this 
upon him. The erstwhile belief that or- 
ganized sales talks were sufficient to put 
over a sale is exploded, and to this must 
be added intelligent and consistent time 
control, and careful study of prospect- 
ing. 

Chester Fischer’s Views 


C. O. Fischer, general agent Massa- 
chusetts Mutual, St. Louis, talked on the 
“Missing Link.” He spoke of the an- 
nual experience in the business of not 
meeting expectations and not taking ad- 
vantage of today’s opportunities. The 
missing link in the chain of success, he 
said, must be action. Life insurance 
selling is essentially a creative job and 
it must be brought to the client. It is 
easy to plan, but to act is difficult. In- 
ertia, he said, is responsible for many 
failures. Agents must encourage the 
love of action—and make it a habit. It 
leads to efficiency. 

He urged making each day complete 
in itself and not leaving any leftovers. 
The truest test of character is to do 


what one does not like to do. Sustais 
effort, he said, is the most impogs 
key to success. 

An interesting part of the progs 
was a series of answers to questions 
pounded by members, presented by Ng 
O’Sullivan, a leading producer of 
Oklahoma agency Equitable Life of} 
York. He advocated selling a progp 
what he wants rather than what 
needs if the latter seems impossible, 
this will place him among one’s clienp 
and probably lead to additional jing 
ance. : 

President F. G. Shurtliff of the Tylg 
association cited as one of the most 4 
spiring factors of the occupation thy 
each agent has a large measure of cy 
trol over his own record. Each 
work out his own plan. 

How he achieved $453,000 productiog 
80 percent of which was on deposit } 
sis, during his third year was related 
L. G. Herron, district manager Mas 
chusetts Mutual, Stillwater, Okla, 
complete record of his business, he | 
lieves, accounts for not less than 50 pe 
cent of his success and resulted in j 
creased earning of $2,500 in 1935, 
keeps three sheets, a daily work reeo 
a weekly summary of activities togethe 
with quota and brief monthly summary 
a record of results in volume and j 
come earned for the same period, 


Analyzes His Business 


Other forms analyze results as. { 
types of policies sold, various types ¢ 
interviews as to volume and income pro 
duced; show prospects for a month 
ahead and all activities concerning them 
In 1935 he worked 2,930 hours, mat 
950 calls, produced 407 interviews, vok 
ume of business $43,464 in excess ¢ 
quota of $7,500 weekly. 

Analysis of the 162 selling interview 
conducted in the last six months ind 
cated more profitable cases _ secure 
through use of an audit. Family protee 
tion holds greatest appeal and brings 
more volume, closely followed by reti 
ment income refunds. 
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New York Club Is to Hear 
Metcalf on Policy Claims 


NEW YORK, Feb. 13.—The fourth 
in the series of lectures sponsored by 
the Accident & Health Club of New 
York will be given Feb. 17 by R. K. 
Metcalf, manager claims department, 
Connecticut General Life, who will talk 
on “Standard Provisions and Claim Set- 
tlements.” He will be introduced by T. 
J. Graham, vice-president Globe Indem- 
nity. This will be the last lecture but 
one before opening of National Acci- 
dent and Health Week, April 20-25. 

The club will hold a three-day sales 
congress the afternoons of the first 
three days of the week. A large ban- 
ner will be hung across William street. 
There will be advertising over the radio 
and in the daily and insurance press, as 
well as posters in windows throughout 
the city, including some clever animated 
displays. The week will culminate in a 
banquet for producers who qualify on 
the basis of business written. 


Outlook Is Optimistic 


CHATTANOOGA, Feb. 12.— The 
general outlook for accident business in 
1936 is good in the opinion of officials 
of the Provident Life & Accident. They 
feel that the business is on a very 
sound basis, and that without unfore- 
seen contingencies, the present under- 
writing rules can continue along present 
lines with safety. 


Inter-Ocean Increases 


The Inter-Ocean Casualty reports 
$1,153,096 in net premiums in 1935, an 
increase of $75,704. Net admitted as- 
sets are $473,050, net surplus $99,512, 
an increase of $11,704. Surplus to 
policyholders is $199,512. Cash and 





bonds immediately convertible into cash 
total $316,331, while the entire liability 
to policyholders is $229,542. 


Has Medical Reimbursement 


The Ocean Accident has issued its 
anniversary accident policy 10-A with 
coverage the same as its anniversary 
accident policy form 20072, but in addi- 
tion to $100 monthly indemnity for to- 
tal disability it also provides $500 med- 
ical reimbursement coverage. 


Modern Life & Accident Report 


Total assets of the Modern Life & 
Accident, an assessment company of 
Chicago, amounts to $13,090, according 
to an examination report just released 
by the Illinois insurance department. 
Total liabilities are $4,222. The exam- 
iners state that 97 percent of the assets 
is represented by an investment in the 
parcel of real estate now occupied as 
the home office and every effort should 
be extended toward liquidation of this 


J asset and a general diversification of in- 


vestments. Ralph Manno is president 
and chairman of the board. The com- 
pany’s claim payment practice is satis- 
factory, according to the report. 


Vice-President Alex C. Wellman of 
Protective Life, announces the appoint- 
ment of Lee Welch as general agent at 
Greenville, S. C. He is a native of Chi- 
cago and has been in the life insurance 
business for 18 years. 





Management Concern Forme 
to Handle Benefit Outfits 


ST. PAUL, MINN., Feb. 13.—Th 
Allied Mutuals, Inc., has been formed) 
here to handle the sales, purchasing, a 
tuarial and claim departments of five il 
dividual mutual benefit concerns, They 
are: The Twin City Mutual Benefit, In 
dustrial & Agriculture Benefit, Me 
morial Protective, Allied Counties Bent 
fit and the Northern Benefit. R. 
Werges is superintendent of agencies 
Other officers are: President, R. B 
Lewis; vice-presidents, A. C. Lestive 
and P. P. Sonnen; secretary, S. H. Net 
son; treasurer, J. F. Gould. Offices have 
been opened in the Anchor building. T 
five concerns are members of the newly 
formed Minnesota Alliance of Assess 
ment Benefit Associations. 


Withington Opens Office 
Frederick S. Withington, who ft 
signed as secretary and actuary of 
Midland Life of St. Louis, for the pres 
ent has his office at 3642 Central street, 
Kansas City. He is engaged in col 
sulting work and is now available for 
companies or insurance departments. 
Mr. Withington is a very capable act 
ary and has a high reputation with m 
surance companies. 


Edwin H. Norene, sales executive of 
Connecticut Mutual Life, spoke to 
Benjamin Bratter agency in St. Paul 
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